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How foam does its work 


A McGRAW-HILL PUBLICATION 
THIRTY-FIVE CENTS 


ANOTHER REASON WHY. YOU GET TOP PERFORMANCE FROM TOKHEIM PUMPS — 


isk 


A Chassis Frame 





Unexcelled for 


STRENGTH 


orate! 


RIGIDITY! 





Heavy steel cross-members ore 
bolted and key locked to the 
corner posts. 


Working parts are held in 
permanent alignment. 


Girder type construction. Will 
not loosen, twist or stretch. 


Key locking assures lasting 
strength and rigidity. 


Sturdy angle iron corner posts 
are electrically welded to base. 


Base of pump is heavy, 
ribbed, pressed steel. 


Tokheim Lo-Boy pumps give out- pect from their pumps—are all de- 
standing performance for many dif- pendent to a very large extent upon 
ferent reasons. None is more important the structural strength and rigidity of 
than the rugged frame which supports the Tokheim chassis. Look under the 
the vital units. Long life, dependability, housing when you next buy pumps 
accuracy and low cost maintenance— and your choice will likely be 
features which Tokheim owners ex- Tokheim. Write for bulletin! 


MODEL 398 LO-BOY WITH 
E-Z FILL TYPE HOSE CONTROL 





OKHEIM 


GASOLINE PUMPS 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE 1 SINCE 1901 INDIANA 


Cenodion Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontorio 











New hose 20% lighter, 
much more flexible 


Keeps its shape, stays flexible and strong far longer 


ERE’S a new discharge hose, so 
flexible it can actually take a U- 
turn without flattening. It keeps 1 
round shape at all times, won't collapse 
to cause shut-offs or slow deliveries. 
B. F. Goodrich uses a new braided 
wire and cotton construction to give 
the hose its high flexibility. This makes 
the hose 20% lighter, too, so handling 
is easier. What's more, it’s so much 
stronger that even if crushed, this hose 
springs back to full size—no trouble- 
some pounding back to shape. 


Its thick, tough cover is built for 
rough use. Drag it over concrete or 
gravel driveways—it won't be harmed. 
You can let it stand in gasoline, oil or 
grease without damage. And there's no 
danger of cracking or checking from 
hot sunlight. 

Special rubber compound makes the 
tube of this hose completely gasoline- 
proof, eliminates swelling and flaking. 
You have your choice of either one- 
time or reattachable couplings. And 
the wire braid in the seniootng plies 
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acts as a static ground to the couplings. 

All these improvements add up to a 
better tank hose for faster deliveries, 
reduced operating costs. B. F. Good- 
rich has made similar improvements 
in oil hose, gasoline pump hose, barge- 
loading hose, and fittings. Let your 
local BFG distributor tell you about 
them. Or write The B. F. Goodrich 
Company, Dept. M-257, Akron 18, Ohio. 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 





into a Graver Center-Weighted 
“Floater.” It’s a well-built tank espe- 
cially designed to conserve volatile 
vapors by means of Graver’s own 
**Vapor-Stop”’ Seal—the improved 
seal which maintains firm closure 
between the floating roof and the shell. 
This patented Graver seal mecha- 
nism is an integral part of all Graver 





Floating Roof designs. It is flexible, 
yet firm—tight, yet responsive. It pro- 
vides centering action for the roof and 
prevents the entrance of air and rain. 
From time to time you may expect 
similar technological improvements 
from Graver...where increasing 
emphasis will continue to be placed 
on research and development. 


Graver’s “Vapor-Stop” Seal! 
The seal is free and limber, yet continues 
to close the gap and prevent loss of vapors. 
It is successful on both converted tank 
shells and new construction. 


...@ conservation design to fit every need 


GRAVER TANK & MFG. CO. INC. 


East Chicago, Indiana 


NEW YORK - CHICAGO - PHILADELPHIA - ATLANTA - 


HOUSTON 


LOS ANGELES ~ SAN FRANCISCO - 


+ CATASAUQUA, PA. - SAND SPRINGS, OKLA 
FONTANA, CALIF. - 


DETROIT - CLEVELAND - PITTSBURGH 
+ CASPER, WYO. - ODESSA, TEXAS 
EDGE MOOR, DEL. + TULSA 
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read 26 dozen trade publications a Jobber and Consignee Compare Their New Situations 34 
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going on.” Stations 
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Last week, Sun dedicated its new 
15,000-b/d refinery at Sarnia, Ont. Equipment 
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Gulf — an American Flange customer for 
over 25 years, and one of the world’s leading 
shippers of oil and gasoline — is known for 
the excellence of its packaging as well as its 
products. 


Gulf facilitates filling and shipping... protects 
the purity of oils in transit... delivers con- 
tainers that are easy to open and use... by 
equipping drums and pails with Tri-Sure* 
Closures. 
The Gulf Oil Corporation has used the Tri- 
Sure Closure since its inception — entrusting 
d a millions of gallons of its fine products to Tri- 
are te rotecte y Sure protection. And every shipment proves 
that it pays to specify Tri-Sure: the Tri-Sure 


Flange, Plug and Seal for drums. . . Tri-Sure 
Nozzles, Spouts and Seals for pails. 


a a On your next order for drums or pails, make 
| €= it an order for dependable protection by 
HT, specifying “Tri-Sure Closures”. 


*The “Tri-Sure” Trademark is a mark of relia- 


€ i  ] . ig a 4 % bility backed by over 30 years serving industry. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Fertilizer by Transport—The use of fuel oil trucks for 
spraying lawns and gardens with liquid fertilizer is entering 
a new phase of its rapid development. Last week an oil 
jobber—Fuel Oil Co. of St. Louis—made a truck transport 
haul of the liquid concentrate that is mixed with water to 
make fertilizer. The company which is pioneering the new 
summer business, sent one of its 4,000-gal. transports to 
Chicago for a 2,400-gal. load of the heavy concentrate 
(10 Ib. to the gallon). William F. Schierholz, Jr., Fuel Oil 
Co. vice president, estimates the company saved $600 in 
freight rates and drum charges. At the Schierholz terminal, 
the transport load was transferred to two idle tank trucks 
for storage. The company has been measuring concentrate 
into tank trucks manually with 1-gal. cans and 5-gal. pails. 
But Schierholz now plans to meter the concentrate directly 
into trucks. 
e 


French Oil Boom?—A Jersey Standard discovery well in 
southwest France may prove of vital significance to the 
French economy. France and Algeria now produce only 
11,000 b/d of crude—a mere 2% of France’s requirements: 
The Jersey well, 44 miles southeast of Bordeaux, has been 
flowing 3,300 b/d of high-quality, low sulfur oil through a 
half-inch choke. New wells are being drilled nearby to find 
the extent of the field. 


Credit Without Cards—A major oil company is trying 
out a “restricted” budget plan for helping station dealers 
sell tires on time payment. It’s for the customer who is a bit 
too risky to be entrusted with a credit card that can be used 
over a wide area. It works like this: An account is opened, 
and a credit card numbere is assigned—but no card is 
issued. The customer can buy at only one station, and pay- 
ment terms can be arranged on a flexible basis. 


Oil Heat Fights Back—Oil Heat Institute of America will 
spearhead a promotion drive against natural gas competi- 
tion. At the OHI convention in Philadelphia last week, 
dealers pledged $8,000 from the floor toward a National 
Heat Promotional Fund. These and other contributions will 
go into a pilot fund to explore competitive conditions and 
devise a promotion program. A secondary fund will be 
raised to execute the program. 


Depletion Allowance Safe—Washington oil observers 
are now highly confident that the 27.5% oil depletion allow- 
ance will not be cut this session of Congress. Last week 
the Senate Finance Committee rejected an amendment to 
the tax revision bill that would reduce the depletion allow- 
ance to 15%. The defeated amendment, proposed by Sen. 
Williams (R., Del.), was considered the last serious threat 
to the allowance. Observers now predict that if Sen. Wil- 
liams pushes his amendment on the Senate floor, it will 
result in “nothing more than a lot of talk.” 
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Better Avgas Pumping—Shel! Oil Co. is making avail- 
able to the oil and aviation industries (without cost) the 
plans of its improved pumping system for airport fuel 
trucks. The improvement is based on a new use of the jet 
eductor, replacing the conventional four-way valve. Shell 
lists the following advantages of the new system: (1) It 
speeds fueling by allowing the use of light, collapsible hose; 
(2) it permits a 225 gpm. pumping rate with a single hose, 
compared with 160 gpm. in old systems; (3) it lowers main- 
tenance cost through simplicity of design. Shell says the 
improvement brought a saving of $3,000 per refuler unit— 
compared with another system capable of the same fueling 
job. 


Urich to Build Stations—Self-service pioneer Frank 
Urich is now reported going in for the landowner and 
station owner role—as opposed to that of the lessee. It is 
said he will build six to eight large multi-pumps in the Los 
Angeles Basin this year. 


Buying Ban Battle—Minnesota oil jobbers are up in 
arms over a new ruling of the Minnesota Railroad and 
Warehouse Commission. It prohibits a transporter from 
buying his gasoline needs from companies for which he 
hauls. The commission holds that such purchases constitute 
a “rebate” of the established rates. But Northwest Petro- 
leum Assn. will insist the matter be re-opened. The associ- 
ation contends that no state department has the power to 
prohibit citizens from buying wherever they wish. 


Union Merger Drive—Confidence is being expressed by 
some labor union officials in the Midwest that “sometime 
after” the first convention of the proposed Oil and Chemical 
Workers International Union (set for August), the con- 
solidated unions will be amalgamated with the CIO. 


Alberta Price Outlook—An executive of a major oil 
company with large oil holdings in Canada thinks the price 
of Alberta crude will have to drop by about 30¢ a barrel 
to be competitive in world markets. His estimate is based 
on today’s depressed tanker rates. 


Truck Insurance Protest—A jobber campaign has begun 
to remove the insurance rate discrimination on tank trucks 
with capacity of more than 1,000 gal. Rates jump sharply 
in the vicinity of 19,000-20,000 bbl. gross weight. The 
initial push is coming from the Virginia Petroleum Jobbers 
Assn. It wants to focus attention on the inequalities, and 
have all jobbers join in a drive to remove them. 


For more Ahead of the News 
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THE 2-CAR PUMP 


The low, compactly designed Siamese 
Pump occupies little more space than a 
single-hose pedestal . . . uses same suc- 
tion and conduit. Costs less than two 
singles. And there’s no confusion, for 
the customer sees only one dial. . . 
the one serving his car. 
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- WRITE FOR BULLETIN FIG. 22 


BOWSER, INC., 1301 Creighton Avenue, Fort Wayne 2, Ind. 
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AHEAD OF THE NEWS 


New Coal Pitch—Coal distributors are hunting a new 
approach in their effort to slow down conversions to fuel 
oil and natural gas. Coal’s theme has been the shortage, or 
threatened shortage, of competing fuels, together with price 
appeal. But now, in the face of ample fuel oil supplies and 
generally competitive prices, the coal people are looking 
for a new angle. They have already started holding courses 
in selling for coal salesmen. 





Gulf Plans Platformer—Construction will start in July 
on a 10,000 b/d Platformer at Gulf Oil Corp.’s Cincinnati 
(Cleves) refinery. Slated for completion by April 1, 1955, 
the Platformer will upgrade low-octane naphtha into high- 
octane gasoline. 


Pipe Line Sleuth—A new type of gravitometer is being 
tested at Keystone Pipe Line Co.’s pumping station at Boot, 
Pa. Based on a weight principle, the gravitometer’s purpose 
is to keep constant check on the flow of oil products through 
the line. An unexpected change in oil gravity—indicating 
something wrong, like a batch of bad product—is registered 
immediately at the pumping station office. The operators 
can correct the situation quickly. The delicate instrument 
does work now performed by crews of testers. 


No Oil Undersecretary—tThere is little chance that an 
oil industry man will be named to replace Interior Under- 
secretary Ralph Tudor when he leaves soon. Nor will an 
oil man succeed Assistant Secretary (for Minerals) Felix 
Wormser if he is promoted to Tudor’s job. Reason: The 
White House is reluctant to put an oil man in a high spot 
at the Interior Department because of the inevitable uproar 
from coal interests. Also the successor in either case will 
probably be a minerals man—neither oil nor coal. 


NPN Staff 


Antitrust Case Alive—Evidence that the government will 
not forget about its antitrust suit against the seven Pacific 
Coast oil majors came last week in an unheralded trip west 
by the Justice Department’s Antitrust Chief Stanley Barnes. 
He conferred with George Haddock, who heads the eight- 
lawyer government team handling the case in Los Angeles. 
After Barnes left for Washington, it was learned Haddock 
will buy a home in Southern California. He apparently ex- 
pects to live with the antitrust case for a while. 


Fuels Study Lab—Ethy! Corp. plans to build “controlled 
weather” facilities (for studying automotive fuel and engine 
performance) at its San Bernardino, Calif., research labora- 
tory. A special “indoor highway” will permit tests at 
temperatures from zero to 120° F. Because Southern Cali- 
fornia has a warm climate, the new equipment is expected 
to be most valuable in studying cold-starting, engine 
warm-up and carburetor icing in the 32° to 40° F. range. 


Costa Rica Again—Union Oil of California expects to 
start drilling its first exploratory well in Costa Rica this 
July. The Central American republic hasn't had wildcatting 
since Sinclair interests drilled a dry hole some 30 years ago. 


Sinclair 1954 Plans—Capital expenditures planned for 
this year by Sinclair Oil Corp. are 10% under the $147 
million spent in 1953. Biggest outlays will be to increase 
crude production and reserves. President P. C. Spencer says 
Sinclair plans no large 1954 expansion in refining or trans- 
portation. And he says that additions to refineries “will be 
largely to provide an adequate supply of gasoline of any 
advance octane rating or quality that automotive design 
or competitive conditions may demand.” 
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WASHINGTON 


Oil Marketers Did Well to Use Restraint 


Silence may not always be golden 
(in the strictly monetary sense), as 
oil marketers may well discover when 
the time comes that Canadian natural 
gas starts moving into the U.S. Pacific 
Northwest and the upper Midwest. 
This new competition will mean loss 
of oil markets and loss of revenues. 

And the oil marketers might have 
done something to prevent this de- 
velopment, except that it would have 
meant getting into bed with interests 
plugging for government controls on 
fuel imports and for end-use control. 

So the oil marketers have estab- 
lished a commendable record for 
themselves in not supporting legisla- 
tion that would enable the Federal 
Power Commission to restrict gas im- 
ports. This attitude may mean money 
out of the till but in the long run 
they, and the oil industry, will be bet- 
ter off for this outstanding demonstra- 
tion of restraint. 

Contrast the marketer’s willingness 
to let the chips fall where they may 
in this competitive world with the 
sharp bleating done by the coal inter- 
ests in reference to gas imports. It 
was they who pushed for the intro- 
duction of the restrictive legislation 
by Senator Lester C. Hunt (D., 
Wyo.), claiming that gas imports 
would do vital injury to an already 
sick industry. This position ties in, of 
course, with the coal industry’s de- 
mands that the government ban oil 
and gas from the power and heat 
markets. 

And to make the contrast in posi- 
tions more remarkable is the fact that 
oil and not coal will be the big loser 
to gas imports. In the Pacific North- 
west, for example, oil supplies about 
75% of the area’s fuel requirements. 

There is also a lesson in the mar- 
keters’ attitude for the domestic oil 
producers who have joined hands with 
the coal people to seek restrictions on 
oil imports—and, incidentally, find 
themselves on somewhat of a limb as 
their anti-import ally presses for end- 
use restrictions that, if carried out to 
the ultimate, could mean ruin for 
many domestic producers. 


Always Trying 

Among the thousands of proposals 
which are dumped into the congres- 
sional hopper each year are a number 
of “never-never” bills—they never get 
passed and their proponents never 
quit introducing them. 

One such bill which has been crop- 


ping up year after year for more than 
a decade is the proposal to limit re- 
placement tire sales to “independent” 
tire dealers. This would eliminate re- 
tail stores owned and operated by tire 
manufacturers and, apparently, would 
also ban tire sales at oil company- 
operated service stations. 

In all the years it has been intro- 
duced, the bill has never gotten past 
first base—the committee to which 
the bill is referred. 

The current bill—which was intro- 
duced in January, 1953—was routed 
by the Senate Judiciary Committee to 
a reluctant subcommittee made up of 
one member. This member, Senator 
Olin D. Johnston (D., S. C.) was 
“ailing” the day the hearing was 
scheduled so another reluctant mem- 
ber, Senator Robert C. Hendrickson 
(R., N. J.), was saddled with the 
chore of hearing the witnesses. 

There were only three witnesses. 
One was George J. Burger of the 
National Assn. of Independent Busi- 
nessmen. He has been through this 
many times before. The second was 
an Akron, O., tire distributor who has 
been on Burger’s “side” for years. The 
third witness—and this was a puzzler 
to observers—was a Washington rep- 
resentative for a druggist association. 

The odds are strong that the bill 
will never get past the committee and 
the odds are equally as good that the 
bill will be introduced again. 


The Memory Lingers 


It has been some time since the 
“New Deal” supposedly ended its 
official tenure in Washington but more 
than a trace apparently remains in 
the Justice Department. 

Several times recently, officials on 
the lower, working level in DJ have 
had conflicting opinions on handling 
antitrust complaints. In many in- 
stances, the “New Deal” approach 
apparently won out. 

In one episode, a plant has been 
shut down for months while DJ has 
looked frantically for an “independ- 
ent” receiver willing to buy it from 
the owning company which was “di- 
vested” from operating the plant. No 
purchaser has turned up and the plant 
is producing neither goods nor jobs. 
The individuals responsible for this 
situation still are in the department 
and, presumably, would have some- 
thing to say about how to tackle any 
complaints about the oil industry. 

—NPN Washington Staff 
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Still the 
Leader! 





Quick 
OIL 
CHANGER 


Enables you to CHANGE OIL and FLUSH 
motor while gassing up or anywhere in 


the shop or station in 3 minutes! 


1. Cuts labor costs! 

2. Speeds up operation! 
3. Eliminates congestion! 
4. Increases oil sales! 


Tabet Mfg. Co., Inc. 
1336 Ballentine Bivd. 
Norfolk 12, Va. 

















PETROLEUM INDUSTRY INDICATORS 


<3 ae a es ee *, Nis & if y ta s 
STOCKS « weeny | : c $8 ee 
as Gee Sa — NPN PRICE AVERAGES* 
“ty ‘ : Refinery /Terminal 
¢ per gal. 
May 21 Apr.23 May 18 
1954 1954 1953 
Gasoline 11.74 11.85 11.71 | 
Kerosine 10.35 10.47 10.12 | 
Distillate 8.95 9.08 8.64 
Residual 3.86 3.90 3.47 
4 Principal 
products 8.89 8.98 8.70 
Lube oil 16.98 16.98 17.60 
Crude at 
well ($ 
per bbl.) 2.81 2.82 2.63 
* Weighted average price, prin- 
cipal markets. } 














mz) WEEKLY PETROLEUM STATISTICS (APD Week Ended Week Ended Week Ended 





May 15, 1954 Apr. 17, 1954 May 16, 1953 

Primary Stocks 

Finished and unfinished gasoline (thous. bbl.) 175,750 178,923 153,999 . 

Distillate fuel oil (thous. bbl.) 65,531 57,034 64,682 

Kerosine (thous. bbl.) 21,590 17,527 20,864 

Residual fuel oil (thous. bbl.) 44,996 43,265 40,258 b 

Crude oil—B. of M. (thous. bbl.) 273,924 268,196 276,848 
Refinery Activity 

Crude runs to stills (thous. bbl. daily) 7,020 6,915 6,884 

Foreign crude included (thous. bbl. daily) 615 527 

% of refinery capacity operated 86.7 85.4 90.0 
Refinery Output 

Gasoline (thous. bbl.) 24,050 23,598 22,477 

Kerosine (thous. bbl.) 2,019 2,119 2,442 

Distillate fuel oil (thous. bbl.) 8,953 9.881 9,156 

Residual fuel oil (thous. bbl.) 8,136 8,454 8,666 " 
Crude Supply 

U.S. crude oil production (thous, bbl. daily) 6,327 6,484 6,267 

Crude oil imports (thous. bbl. daily) 551 353 762 

\ 
mm) MONTHLY MARKET TRENDS Latest Month Previous Month Year Ago 

Petroleum products in secondary storage (thous. bbl.) 42,104 (Mar.) 46,831 44,834 

Exports of crude and refined products (thous. bbl.) 9,965 (Feb.) 10,165 12,754 

Average station gasoline price, ex tax (¢ per gal.) 21.37 (May) 21.60 20.58 

Gasoline consumption (million gal.) 3,257 (Feb.) 3,574 3,378 

Service station building permits (number) 531 (Mar.) 370 375 

Passenger cars—domestic shipments (thous.) 510 (Mar.) 425 546 

Trucks and buses—domestic shipments (thous.) 85 (Mar.) 70 122 

Automotive replacement tire shipments (thous.) 4,350 (Mar.) 3,557 4,598 

Replacement battery shipments (thous.) 1,421 (Feb.) 1,788 1,162 

Oil burner shipments (thous.) 43 (Feb.) 45 45 


Excludes Oklahoma. 
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SUPPLY.AND DEMAND Ia 


Gasoline Stocks Off — Gasoline 
stocks continued their seasonal de- 
cline during the week ended May 
15, but stocks of kerosine, distillate 
fuel oil and residual fuel oil rose. 
Kerosine was up 1.38 million bbl., 


GASOLINE 
distillate swelled by almost 1.6 mil- P R I Cc E S t G N 
lion bbl. and residual posted a \ 


328,000-bbl. rise. Gasoline stocks > 
dropped 124,000 bbl., but gasoline 


EASY TO SEE 
SIMPLE TO CHANGE 














production was up 1.39 million bbl. All lettering embossed. Each color baked on TAX PAID 
Kerosine and residual production enamel in separate operation. This makes long- : 
were up slightly, while distillate fell wearing, bright sign which does not fade like 
604,000 bbl. Crude runs dropped the ordinary painted sign. Changeable metal 
209,000 bbl. 
embossed numerals fasten on 16-gauge steel 
Imports Tumble — U.S. imports of sign with cadmium plated bolts and thumb 
crude oil and products dropped screws. Gasoline prices can be easily and 
240,700 b/d in the week ended ate of 4 All steel 
May 15, according to the American ey Cae 


Petrol Institute. East of Cali " 
etroleum Institute. East of Cali- D , 
ealer Net Prices 
fornia imports were down 226,600 : Dp Easy to altach 
“gel aes No. GS-10x Sign 24°''x36 
b/d and California imports de- es 
‘ ' . No. GSF Numerals 10” high (2) 
clined 14,100 b/d. Figures include oa 
" , No. GSB Numerals 3” high -60 each ° 
50,000 b/d to cover non-reporting : . Se P 
“fir “prt. % Price of sign as shown $10.10 Simple to keep clean 
companies, all east of California, : . 
: With your prices ° 
but not military and other govern- 


ment agency receipts. 
‘Gas’ Use Data Out — Louisiana STELLO PRODUCTS COMPANY 
704 S. Main St. Box 349 


$7.50 each 7 
1.00 each Not affected by weather 


gasoline consumption rose 18.6% 
in March over the same month last 
year, according to API statistics. 
Close behind in a list of 21 states 
reported were New Hampshire, 
Kentucky and North Carolina, with 
15% or over. West Virginia con- 
sumption rose 13.3%. Decreases 
were reported in Nebraska, 6.6%; 
North Dakota, 4.1%, and Iowa, 


0.2%. 


Hutchinson, Kans. 





Rails Add Diesels—Al! but one of 
137 new locomotives added by 
Class I railroads during April were 
Diesel-electric. The other was gas 
turbine-electric, according to the 
Assn. of American Railroads. Dur- 
ing the first four months of 1954, 
558 new locomotives were put into 









A century and a quarter's experience in 
producing to highest quality standards 
goes into every foot of Wall Manila 


Branch Stocks: 


Baltimore 







| Rope. Result . . . rope that takes the a 
> ice S54 > iesel_elec- . ‘ . . alo 
service— 56 of them Diesel elec toughest job in its stride, turns in con- p reer 
tric. On May 1, C lass I railroads sistently excellent performance. Cleveland 
had 300 new locomotives on order Elisworth, Me. 
. . Te ° .. ** Houston 
— 277 of them Diesel-electric, 13 In the drilling field, Wall's “Black Gold Jacksonville 
gas turbine-electric and 10 electric. Rope is the favorite for every use. Wide- Memphis 
? . : ha he f one . New Orleans 
In the first four months last year, y known for durability and resistance to Nortotk 


884 new units were put into service. 


Oil Data Compiled— API's statistics 
department has compiled first quar- 
ter data on gasoline, kerosine and 
distillate fuel oil stocks and produc- 
tion, by week and districts, ex-jet 
fuel components. Mimeographed 
copies are available on request from 
API, 50 West 50th St., NYC 20. 


(For the supply-demand outlook on 
aviation fuels, see page 59.) 





May 26, 1954 + NATIONAI 


abrasion, “Black Gold’ has helped set 
many drilling records. 


WALL ROPE WORKS, INC. 


48 South Street, New York 5, N.Y. 
Factory: Beverly, N. J. 
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What year 
would you 


say it was? 


It was the year when 
the Woolworth building 
was completed 


. when the Titanic was sunk 
on its maiden voyage 


. . when the Girl Scouts was 
founded by Juliette Low 


We remember the year very 
well because it was during this 
year that our gasoline sales 
volume exceeded that of kero- 
sene for the first time. This 
was also the year when Gulf’s 
newly-formed geological de- 
partment first functioned. 
And, this was the first such 
department in any oil com- 
pany operating in the mid- 
continent area. 

If you guess that the year 
was 1912—you’re right. 

Since then, the petroleum 

' industry has gone through 

many dramatic changes and 
made historic progress that 
has been a substantial contri- 
bution to America’s growth. 

We at Gulf believe this may 
yet be only the beginning— 
with greater things still to 
come in the years ahead. 
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THE INDU Y 


NATURAL GAS COMPETITION {got serious attention at 
Denver meeting of American Petroleum Institute's Marketing 
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Division last week. Here the API Fuel Oil Committee discusses 
problems of oil heat distributors 


API Takes Up Cudgels for Oil Heat 


From Denver, last week, came the word that Independent mar- 
keters have been waiting—and wanting—to hear: 

They are going to get help from the American Petroleum Insti- 
tute’s Marketing Division in doing battle against natural gas compe- 


tition. 

By unanimous vote, at its mid- 
year meeting, the General Com- 
mittee of the Marketing Divi- 
sion decided both to enlarge and, 
in effect, to reorganize the Fuel 
Oil Committee along sectional 
lines in furtherance of a cam- 
paign to be aimed, frankly, at 
“enlarging the oil heat market” 
by fighting natural gas. 

Actual start of the campaign may 
not be until next November. But it 
will be kicked off then in dramatic 
fashion, with a full-dress forum dis- 
cussion at API’s big annual meeting 
in Chicago. The purpose of the forum: 
a pointing up of the problem and a 
setting of sights on the central target. 

In the meantime, membership of 
the Fuel Oil Committee will be boosted 
from the present 33 to 65, with new 
members to be added largely from the 
ranks of Independent distributors in 
the areas where natural gas competi- 
tion is hottest. 

“The jobbers have got to have some 
assistance,” explained General Com- 
mittee Chairman R. M. Bartlett (Gulf 
Oil), “and that we can give to them 
by organizing on a broader base. The 
competition is getting tougher. We 
have got to fight fire with fire and to 
fight it where it is—that’s locally.” 


The stage had been set earlier for 
the General Committee’s move: 

—By the jobbers themselves, at a 
once-cancelled and then hastily re- 
scheduled meeting of the Fuel Oil 
group, whose chairman is Jack L. 
Minner (Shell). 

—By T. S. Peterson, president of 
Standard Oil Co. of California, in an 
address before a General Committee 
session. 

The Fuel Oil Committee meeting 
had been called off because a majority 
of members couldn’t be present. But 
sO many distributors showed up in 
Denver wanting to air their views 
about natural gas competition that 
Minner decided to go ahead anyway. 

API Aid Asked—What they had to 
say, in substance, was that in many 
areas the heating oil distributor is 
fighting with his back to the wall and 
is apt to go under—and with him the 
industry’s oil heat business—unless 
given some solid help by an organiza- 
tion such as API. 

Some sample comments: 

John Bero, Bero Oil Co., Duluth, 
Minn.—‘“Complacency seems to have 
governed the story to date, in the face 
of terrific exploitation with natural gas 
of existing markets.” 

H. L. Schwartz, Paragon Oil Co., 
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What API Did at Denver 

e Set the stage for helping 
fuel oil distributors fight natural 
gas competition. 

e Backed off from taking a 
stand on the imports issue, while 
opposing controls on end-use of 
fuels. 

e Began a _ ways-and-means 
approach to the cash-for-expan- 
sion requirements of Independ- 
ent marketers. 

e OK'd a plan to increase 
marketer membership in API. 

© Voted to set up a commis- 
sion Wholesale Marketers Ad- 
visory Committee. 

e Postponed action on the 
proposed creation of a Wholesale 
Marketers Educational Commit- 
tee, urged by jobbers. 

A record 347 oil men regis- 
tered for the Denver meeting. 
This is a new mark for an API 
mid-year session. 











New York—‘“We want to tie to some 
masthead (API) that'll be national.” 

H. F. Horning, Northwest Petro- 
leum Assn.—‘“What’s needed most is 
an advertising program that can be 
made available to local jobbers at the 
grass roots level.” 

Not Just the Jobber — Along the 
way, too, there were other remarks 
demonstrating that the problem of 
natural gas competition is as much a 
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problem of general industry concern 
as it is of concern to the jobber. 

Edwin F. Nelson, Lake Superior 
Refining Co., Superior, Wis., said that 
the amount of natural gas now trans- 
mitted through pipe lines is equivalent 
to about 3,000,000 b/d of crude oil. 
Carl Jonswald, Arrow Petroleum, Chi- 
cago, estimated that oil is losing busi- 
ness to natural gas in the Chicago area 
at a rate of 3.5% per year. And Chair- 
man Minner noted that heating oil is 
the only product in the line of oil 
products whose use can be increased 
beyond normal expectancy through 
promotion devices. 

Peterson put things into 
sharper focus in his talk. 

“In many ways we're missing the 
boat on heating oil,” the head of 
Standard of California began. Then he 
went on: 

“The oil industry made its first mis- 
take when producers began selling off 
their natural gas for anything they 
could get for it. That seemed like a 
good idea at the time, 30 years ago, 
because a lot of them were just flaring 
it into the atmosphere anyway. 

“But that casual approach to natu- 
ral gas has really come back to haunt 
us. Utilities moved in and built a 
power empire out of our discarded 
product. And today, they’re making 
steady inroads into our heating oil 
markets. 

“But, there are still plenty of places 
where heating oil is holding its own 
against natural gas competition. And 
aggressive selling can keep heating oil 
high on the list of profitable products. 

“The important thing is to realize 
that the gas utilities are tough, efficient 
competitors. They have an excellent 
product and they’re going to run over 
us unless we get out and strengthen 
our position in the space heating 
market. 

“To stand up to natural gas, we're 
going to have to push complete, trouble 
free oil heat service as we have never 
done before. We're going to have to 
keep after our customers—make cer- 
tain that they’re completely satisfied, 
and correct the situation if they're 
not.” 

There wasn’t a dissenting voice 
heard when, later, Minner proposed to 
begin mounting the attack by enlarg- 
ing his committee. 

A lot of other things occupied the 
attention and time of Marketing Divi- 
sion committees in Denver last week. 
Here are a few of them: 


even 


IMPORTS 


One of these was the matter of 
foreign oil imports, and the General 
Committee handled it like the contro- 
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versially hot subject it is—by backing 
off from taking a stand. 

John Harper (Harper Oil Co., New 
York), chairman of the Jobber Ad- 
visory Committee, raised the imports 
issue by reporting that at a meeting of 
his group “all segments” of the indus- 
try had been “cautioned” to oppose 
coal industry efforts to get Congress 
to restrict oil imports and impose end- 
use controls on fuels. 

B. L. Majewski (Great American 
Oil Co.), Chicago, objected to inclu- 
sion of this mention in Harper’s re- 
port. He protested that the imports 
problem was not a proper matter for 
Marketing Committee discussion. Be- 
sides, he contended, acceptance of the 
Harper report would imply API en- 
dorsement of threats by various state 
jobber groups that they will expect 
Congress to take a look at oil’s 27.5% 
depletion allowance if independent oil 
producers persist in seeking controls 
on imports. 

Upshot: the controversial paragraph 
was stricken from Harper’s report. 

John Harper didn’t surrender light- 
ly, though. Back again he came later 
with two separate motions: 

One, placing the Division on record 
against the end-use control of fuels, 
was adopted. 

The second, which would have 
placed the Division similarly on record 
with respect to imports curbs, was 
ruled out of order by Chairman Bart- 
lett. His reasoning: the Committee 
was “neither qualified nor does it have 
the power to act.” 

Said Barney Majewski: “Marketers, 
too, would be in a hell of a fix if the 
industry lost the depletion allowance.” 


JOBBER PROBLEMS 

The Jobber Advisory Committee, on 
motion of J. G. Jordan, marketing 
vice president of Shell Oil, approved 
appointment of a committee to de- 
velop “methods of approach” for job- 
bers to use in raising capital to meet 
expansion requirements. 

In a lengthy discussion, numerous 
jobber-members of the committee had 
described this as the jobber’s “most 
pressing problem.” They blamed de- 
clining net earnings and a lack of 
familiarity with jobber problems on 
the part of financial institutions. 

Also voted by the Jobber group was 
a recommendation to the General 
Committee that it appoint a permanent 
Wholesale Marketers Education Com- 
mittee to work with state jobber asso- 
ciations in establishing courses or 
clinics on business management. 

Robert Kent (Kent Oil, Salina, Kan.) 
chairman of an educational subcom- 
mittee, proposed the move after re- 


porting that 133 universities and 
colleges in 44 states are ready to join 
with jobber groups in such an under- 
taking. But the General Committee 
postponed action pending a look-see 
to determine if the co-ordinating job 
hadn’t better be assigned to the already 
existing Marketing Personnel Training 
Committee. 

In still another action, the Advi- 
sory Committee authorized Chairman 
Harper to name a committee to con- 
sider the possibility of preparing and 
issuing a guidebook which jobbers 
could use to compare their own opera- 
tions against “a standard successful 
jobber operation.” The proposed guide- 
book would be primarily an outline of 
costs for various operations as dis- 
tinguished from the cost of physical 
equipment. 


PERSONNEL TRAINING AIDS 


The Marketing Personnel Training 
Committee, under E. J. McClanahan 
(Standard of California marketing vice 
president), completed work on two 
booklets on the sale of lubricating oil 
at the service station and on a third 
handbook on service station manage- 
ment. 

Facts About Motor Oil, is intended 
to inform dealers of the essential facts 
about motor oil and its use. How You 
Can Sell More Motor Oil, will spell 
out the principal points of good sell- 
ing practice. Committee plans to print 
50,000 copies of each booklet and to 
have them ready for distribution by 
mid-summer. They will sell for 15¢ 
each. 

Service Station Management (Con- 
verting Service to Profit) will be a 50- 
page, illustrated handbook, including 
30 topics grouped in five major divi- 
sions: sound business operation; me- 
chanical service and equipment; mer- 
chandising; management; service sta- 
tion management aids and references. 
It should be ready for distribution be- 
fore Oct. 1. Fifty-thousand copies will 
be printed to sell for 50¢ each. 

McClanahan’s committee also re- 
ceived a report that the University of 
Texas has under way “a promising 
attempt” to assemble and organize 
service station training materials for 
use in high schools and by dealers in 
training their own personnel. It is now 
planned to have the program ready 
for use by the fall of 1955. 

Another project that may be under- 
taken by the Committee down the 
road is the development of an educa- 
tional program for driver-salesmen. 
But before a start is made, the com- 
mittee will first send out a question- 
naire aimed at showing the need, if 
any, for such a program. 
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COMMISSIONED MARKETERS 


On motion of a special study group 
headed by Frank A. Watts (Humble 
Oil & Refining), the General Commit- 
tee voted to set up a Commission 
Wholesale Marketers Advisory Com- 
mittee patterned after the Jobber 
Advisory Committee. 

Watts said his committee unani- 
mously recommended the action in 
recognition of, “1. The substantial 
position which commission wholesalers 
have in the industry, 2. Their desire to 
participate more directly in API activi- 
ties, and 3. Their belief that they can 
be of service to the petroleum indus- 
try.” 

Membership in the new committee 
will be about equally divided between 
commission wholesalers and suppliers. 
An attorney also will be assigned to 
sit with the committee. Authorized 
activities spelled out by the General 
Committee include anything and every- 
thing that will help commission men 
solve their own problems and improve 
relations with suppliers. But definitely 
on the taboo list is any discussion of 
future supply and demand relation- 
ships and matters of price. 


MARKETING RESEARCH 

By early Fall, the industry can ex- 
pect for the first time to have positive 
information on how the average ur- 
ban-dwelling family spends its “travel 
dollars.” 

Nelson H. Seubert (Jersey Standard) 
reported that his Marketing Research 
Committee will have all the basic data 
on a 12,000 family study (broken 
down by different city-size groups) in 
hand by July 1. Then they will deter- 
mine how much out of each trans- 
portation dollar spent goes to buy 
gasoline, motor oil, tires (new and 
recap), batteries, accessories, etc. 

Basic data was gathered by the U.S. 
Census Bureau, which didn’t, how- 
ever, have money enough to analyze 
the information and so consented to 
letting Seubert’s committee do the job. 

Two other committee projects ex- 
pected to be completed soon: 

1. A report on terminology cover- 
ing the functions and definitions used 
in oil marketing. 

2. A “marketing check-chart” show- 
ing “each principal petroleum product 
that is marketed interstate, and the 
states in which each company markets 
under its own brand as well as under 
affiliated brands.” 


API MEMBERSHIP 


An organized solicitation of mar- 
keters in all classes to become API 
Marketing Division members was 
authorized by the General Committee 
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on recommendation of its Membership 
Committee, headed by B. L. Majewski. 

Marketers will be solicited on an 
OlIiC District organization basis. A 
pamphlet describing the benefits of 
API membership will be one tool used 
in the campaign. It’s intended for dis- 
tribution at all State Petroleum Indus- 
tries Committee, OIC and related 
group meetings. 


PROGRAM TALENT 


Herbert Willetts (Socony-Vacuum ) 
reported that the Meeting Assistance 
Committee had developed a plan to 
assist, On request, in obtaining talent 
for programs of jobber, dealer and 
other association meetings attended by 
oil marketing people. 

The plan, to be outlined soon in a 
letter to all oil marketing associations, 
is this: 

Once or twice a year the committee 
will send to each association a list of 
topics on which it believes it can ar- 
range speakers. Any association that 
wants to avail itself of the committee’s 
services, will select one or more topics 
from the list and send its request to 
the committee. Requests must be sub- 
mitted at least 60 days prior to the 
meeting date. The committee then will 
recommend names of speakers and as- 
certain their willingness to accept, but 


associations will have final say as to 
whether they want them and will issue 
the invitations. There will be no charge 
to an association for the services oF 
travel expenses of any speaker recom- 
mended. 

Said Willetts: 

“It is not likely that any one (mem- 
ber of the General Marketing Com- 
mittee) will be asked to help arrange 
for speakers more than three or four 
times a year, but when we do ask your 
help, we will be counting on you to 
do everything within your power to 
meet the request.” 


DEALER PROBLEMS 

The Service Station Avisory Com 
mittee (C. Z. Hardwick, Ohio Oil, 
chairman) decided to appoint two 
special study groups: 

1. To “consider the desirability of 
recommending a code of ethics for 
petroleum retailers, including a con- 
sideration of an investigation into the 
trade practice conference procedure 
under the auspices of the Federal 
Trade Commission.” 

2. To consider “the question of the 
desirability of longer term leases to 
the end that dealers-tenants might have 
a greater sense of security and a better 
opportunity to amortize their invest- 
ment.” 





Rosenwasser Burke 


Azarow 


Arbitration Ends Service Station Dispute 

The third-party decision of Abe Stark, president of New York’s city council, 
has given 1,000 service station employes in Brooklyn and Queens a two-year 
contract providing them $2 more a week, a minimum of $56 weekly instead of 
$53.50, increased benefits and right to reopen the wage question in event of a 
national emergency. Samuel Rosenwasser, chairman of the Gasoline Merchants of 
Brooklyn, and Nat Azarow, executive director, had held out for a one-year con- 
tract with lesser provisions. Those were made by the AFL Teamsters Union, 
Local 917, of which John T. Burke is president. 
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Oil Demand Rises as U.S. Business Dips 


The 1954 demand for oil products in the U. S. is running about 
4% higher than last year. And it will continue to rise at the rate of 4% 
a year during the next five years—for a compounded 20%. 

These are the findings of a spot NPN survey just completed. In- 
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28% from a year ago. Automobile 
production has dropped 15 to 20%, 
coal is off 15 to 20%, and freight car 
loadings are down 10 to 15%. 





formation supplied by petroleum 
economists of all major regions 
is the basis of this report. Sup- 
plemental data were drawn from 
published forecasts and reports. 
The economists made available 
forecast figures they have de- 
veloped. for individual product 
categories. 

One of the most predominant trends 
reflected in the survey is the ever- 
spreading threat of natural gas, cited 
as a prime factor in predicting the 
future of residual fuel and home- 
heating oils. Both will feel the pinch 
of severe natural gas competition, said 
the economists. For residual fuel, it 
means a dip in demand. For heating 
oils, it means that demand will rise at 
a slower rate. 

The 4% demand increases mark a 
deceleration from the post-World War 
II rate of increase which averaged 
6.25% a year. 

The current rate has been trimmed 
down from earlier forecasts. So, for 
some, the downward revision is a 
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source of pessimism. 

It depends on where you sit, U.S. 
industrial production is off 9%. So, 
the outlook for oil is bright compared 
with many other industries. Operating 
at a peak output level last year, Amer- 
ican business built up heavy inventories 
that are now causing a production 
hangover. It was a great year, though, 
with manufacturers reaping the third 
highest earnings in corporate history. 
Economists have been predicting an 
ultimate return to “a more normal 
peacetime economy,” i.e.—less boom. 
Petroleum economists interviewed by 
NPN believe that is what is now taking 
place. 

U. S. Production Down—A quick 
rundown on other American industries 
shows how well oil is faring by com- 
parison. Entering the second quarter 
of 1954, U. S. industrial production 
was averaging 9% below a year ago. 
It was 12% under the all-time high 
reached in the middle of last year. 
Steel production, for instance, is down 
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In contrast to the current trend in 
other industries, demand for oil prod- 
ucts showed a moderate increase in 
the first quarter. Domestic sales rose 
about 2% over the same period last 
year. Foreign sales were about 3% 
higher. 

With one exception, the outlook for 
petroleum products is healthy. The ex- 
ception is residual fuel. And that hasn’t 
been written off as a loser. In most 
quarters, the residual fuel demand esti- 
mates are being scaled down. De- 
creases this year range up to 6%. (The 
residual supply in 1953 totaled 586,- 
188,000 bbl. Demand, domestic and 
export, was 591,141,000 bbl.). 

The Reasons Why — Four reasons 
are given for the drop in residual de- 
mand: (1) decline of general industrial 
activity, (2) inroads of natural gas, (3) 
the switch by railroads from residual 
to Diesel oil, and (4) definite impact 
of bituminous coal with prices that 
are attracting customers away from 
residual. 


Diesel Rate May Sag—Diesel oil de- 
































mand is expected to increase at a rate 
somewhat lower than last year’s. Die- 
sel fuel demand got a big lift from the 
conversion by railroads to Diesel en- 
gines, but it is generally felt that rail- 
roads are approaching the practical 
limit of dieselization. Growth in future 
Diesel oil requirements will depend, in 
a large measure, on increased business 
activity. 

Heating Oil Doubtful—Some quar- 
ters of the industry are also looking to 
a slightly decreased growth rate in 
home heating oils. The reasoning 
hinges largely on expansion of natural 
gas in home heating markets. (Produc- 
tion of kerosine last year totaled 123,- 
200,000 bbl., while demand totaled 
121,733,000 bbl. Distillates produced 
added up to 528,111,000 bbl. And 
total demand was 521,164,000 bbl.). 

Gasoline Outlook Healthy — For 
1954, the forecasts for gasoline de- 
mand range from a conservative 2.5% 
increase to 6%. (U.S. production of 
gasoline totaled 1,266,925,000 bbl. in 
1953. The demand, domestic and ex- 
port, was 1,244,300,000 bbl.) 

A brisk touring season is seen as a 
practical antidote to the bulging gaso- 
line inventories. Marketers, of course, 
hope the demand will be so strong it 
will drain off the stocks and improve 
prices during the spring and summer 
months. (Gasoline stocks of finished 
and unfinished products totaled 175,- 
874,000 bbl. for the week ending May 
8.) 

Preliminary estimates see 76 million 
people taking vacation trips. Of these, 
60 million will travel through the late 
spring and summer. The American 
Automobile Assn. estimates the aver- 
age trip will be 1,200 miles, lasting 11 
days. In all, a projected $8.4 billion 
will be spent by vacationing motorists 
this touring season. 

Crude to Increase—Although the 
total crude production in the first quar- 
ter of 1954 was somewhat lower than 
the same period last year, a small in- 
crease throughout 1954 has been gen- 
erally forecast. (Total U.S. crude pro- 
duction in 1953 amounted to 2,359,- 
998,000 bbl.) At the same time, crude 
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runs to stills are expected to be up a 
little. (Crude runs last year totaled 
2,554,865,000 bbl.) 

Capacity Up—Crude capacity in the 
U.S. will be boosted an estimated 5% 
this year. As of January, 1954, the 
total U.S. oil producing capacity was 
projected as 8,669,500 b/d. This was 
composed of 7,925,500 bbl. of crude 
oil and 744,000 bbl. of natural gas 
liquids. 

A forecast of the country’s produc- 
tive capacity for January, 1955, totals 
9,105,000 b/d. Of this, 8,320,000 bbl. 
is crude oil and 785,000 bbl. is natural 
gas liquids. 

Imports to Rise Slightly — Even 
though some major companies are tap- 
ering down their imports, as much as 
20% in the last several years, U.S. 
crude oil imports are projected to in- 
crease slightly this year over last. In 
1953, crude imports reached 236,756,- 
000 bbl. For the first quarter of 1954, 
crude imports showed a 2% increase, 
rising from 621,000 b/d in 1953 to 
636,000 b/d. Comparing the first 
quarter of this year with the similar 
1952 period, crude imports were up 
150,000 b/d. 

Taken as a percentage of anticipated 
domestic demand, scheduled crude oil 
imports for the current year are seen 





as constituting about the same fraction 
of the whole that they did for last 
year, barely 8.5%. 

‘Sins of the Father’ — Excessive 
crude inventories accumulated last 
year are considered by one economist 
as “the sins of the father.” Those sins 
are now being “visited upon the next 
generation”—the oil industry this year. 

In arriving at demand estimates, oil 
industry economists study every con- 
ceivable factor that would seemingly 
influence the supply and demand of 
oil products. They jokingly refer to 
their efforts as “crystal gazing,” but it 
more nearly approaches a science. Im- 
portantly, they point out, it is not the 
absolute figures for the future that are 
important but rather the trends they 
indicate. 

The figures are recognized as ap- 
proximations and they are used only 
to make it easier to visualize the direc- 
tion in which they expect things to 
move. 

One of the nation’s outstanding 
economists states that if he could tell 
his company within 5% what demands 
or sales would be 12 months hence, 
and within 10% two years hence, he 
would consider he had done a good 
job. 

Demand Keyed to Business—Gen- 
eral business activity and the economy 








of the country are studied intensively. 
FORECAST OF U. S. DOMESTIC OIL DEMAND With the interdependence of the vari- 
(Averages of predictions by major oil companies.) ous segments of the nation’s economy, 
Actual (Thousands of b/d) the condition of one industry influence 
1953 1954 1955 1956 1957 others. 

Jet fuel 95 144 186 222 256 Related directly to these factors are 
Gasoline 3,305 3,423 3,552 3,683 3,817 consumer spending, number of home 
Kerosine 314 335 346 352 358 owners, family formations, population 
Distillates 1,340 1,475 1,589 1,663 1,736 trends. Car, truck and tractor popula- 
Residual 1,548 1,483 1,503 1,521 1,544 tion, road capacity, guesses on military 
All other 1,029 1,064 1,119 1,172 1,229 requirements, all, help form a picture 
Total 7,631 7,924 8,295 8,613 8,939 of the demand tomorrow, next year 

and the years ahead. 
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THE INDUSTRY 


Producers Aim at Tax on Imports 


The “new look” drive by do- 
mestic producers for oil im- 
ports curbs became a little 
clearer this week. It apparently 
will include: 

—Expiration of the Reciprocal 
Trade Agreements Act, if possible, on 
scheduled June 12 as a “first step.” 

—Subsequent assumption by Con- 
gress of its “duty” to examine the 
situation facing the domestic produc- 
ers and enactment of a higher tariff 
on oil imports to insure a competitive 
status between domestic and foreign 
products. In other words, passage of 
a “competitive tax” on imports. 

—Dropping of last year’s support 
for quotas on imports. 

This picture was sketched for Wash- 
ington newsmen on May 21 by Jack 
K. Woodward, president, Texas Inde- 
pendent Producers & Royalty Owners 
Assn. Woodward declared that “we 
will have no trouble in securing legis- 
lation for imports relief” if the job- 
bers press their campaign to couple 


the producers’ drive for curbs with a 
reduction in the 27.5% oil depletion 
tax allowance. 

He said pressure by the jobbers on 
the depletion angle would heip the pro- 
ducers because “it would expose the 
selfish interests behind the high im- 
ports rate.” Furthermore, he said, if 
the domestic industry is sufficiently 
harmed by imports, the jobbers would 
find themselves faced with a price in- 
crease. “Within four or five years,” 
he predicted, the price of gasoline to 
consumers would rise “to a competi- 
tive value of that elsewhere in the 
world, around 60c to 70c per gal.” 

Texas producers believe there must 
be a “competitive tax” increase in 
tariffs “in excess of $1 per bbl.,” for 
Middle East crude, Woodward de- 
clared. 

He added that TIPRO has nothing 
to fear in producing comparative pro- 
duction costs to the Tariff Commis- 
sion or any other agency charged with 
the task of evaluating foreign vs. do- 








Indiana Standard Uses "Canned" Sales Talk 


Standard Oil Co. (Indiana) has pro- 
duced a “canned” sales talk to pro- 
mote new Super Permalube motor oil. 
To help the sales campaign along, In- 
diana Standard has installed the Sella- 
vox, a 3%x5-in. record player, in 
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dummy oil cans. The unique device, 
developed by Carter & Galantin of 
Chicago, is powered by two flashlight 
batteries. Here Robert A. Bacon, Chi- 
cago dealer, shows Renee Bramen how 
the device works. 
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mestic costs. However, he said the 
association considers imports and tariff 
matters “primarily a child of Con- 
gress” and would prefer to deal with 
the elected representatives than with 
the executive branch of government. 

Statesmanship Out—Woodward em- 
phatically eliminated “voluntary in- 
dustry statesmanship” from oil im- 
ports problem, contending that it has 
“absolutely and positively” failed. 
Just as emphatically he charged that 
the coal industry “is the natural enemy 
of the oil industry” in saying that 
TIPRO would not support quota legis- 
lation. That route means “preferential 
treatment,” he explained. 

Disclosing that TIPRO has been in 
communication with Chairmen Dan 
Reed (R. N. Y.) of the House Ways 
and Means Committee and Eugene D. 
Millikin (R., Colo.) of the Senate 
Finance Committee, Woodward pre- 
dicted that any extension of the Re- 
ciprocal Trade Agreements Act would 
carry with it a “strengthening” of the 
escape clause procedure. 

This apparently meant the type of 
treatment outlined in a bill introduced 
a few days earlier by Representative 
Oakley Hunter (R., Calif.) and others. 
The bill would lay down specific cri- 
teria for determining damage to do- 
mestic mineral resources in industries 
in addition to other, general “damage” 
factors. The Tariff Commission would 
have the final say on adjusting tariffs 
up or down, unless Congresss should 
overrule the agency within 60 days. 

Meanwhile, two more jobber organ- 
izations, Virginia Petroleum Jobbers 
Assn. and South Carolina Oil Jobbers 
Assn., unanimously adopted resolu- 
tions concerning efforts to restrict im- 
ports through legislation. The group 
went on record against either quotas 
or increased taxes for imports and 
pledged support of the National Oil 
Jobbers Council opposition to such 
moves. 

And President Eisenhower, in a let- 
ter to private individuals interested in 
trade, for the first time hinted that 
the White House would accept a sim- 
ple, one-year extension of the Trade 
Act without the changes recommended 
by the Foreign Economic Policy 
(Randall) Commission. 

However, the President reiterated 
his intention of pushing for liberal 
trade legislation later and is under- 
stood to want the House Ways and 
Means Committee to go ahead with 
hearings on his proposals. 

Thus, the main fight apparently will 
be put off until next year—unless the 
protectionist forces succeed in build- 
ing up sufficient pressure to force a 
show-down before Congress adjourns. 








$135,000 Blaze Hits 
Rothschild Refinery 


Rothschild Oil Co. carried on business as usual this week 
at its Santa Fe Springs, Calif., refinery after a $135,000 fire 
there May 18. 

The blaze destroyed nine 1,000-bbl. gasoline tanks, 
loading rack, offices and laboratory. Process units were 
not affected. Normal truck loading got under way the day 
after the fire, the company said. 

The fire broke out when the head blew off a 250-bbl. 
butane tank, allowing gas to flow 150 ft. across a road 


where presumably it was ignited by an open burner in’ 


the laboratory. 

The refinery is within a mile of the Santa Fe Springs 
producing wells, but the fire was brought under control 
before it could spread to them. 

A small integrated company, Rothschild distributes 
about 8 million gal. of gasoline a month from the plant, 
which includes a new Platformer capable of producing 1.5 
million gal. of 95-octane gasoline monthly. 

Other units at the plant are a 1,500-b/d thermal cracker, 
an 8,500-b/d skimming plant and a polymerization unit. 

Meanwhile, Douglas Oil Co.’s small asphalt plant near 
Santa Maria, Calif., remained on stream despite a fire 
early last week that hit six crude and asphalt tanks. 


e For other oil fire news, see article on p. 40 describing 
fire tests on oil storage tanks. 
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Burns Hilts 


ESPA Members Load Weapons for ‘Circus Sign’ Battle 

John J. Burns, Roslyn, N.Y., fuel oil jobber, charged that restriction of 
service station price sign sizes would “stifle price competition” as Empire State 
Petroleum Assn. members debated the issue last week in New York City. The big 
battle—if there is one—will come at the fall meeting Oct. 10-12 at Lake Placid. 
At that time, a full discussion and policy decision are scheduled. Burns, a member 
of the New York state assembly which defeated a price sign bill at its last session, 
and his supporters held that such a law is unconstitutional. Shown with Burns is 
Harry Hilts, ESPA executive secretary. 
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VER-TITE Couplings give you a quick, tight connection 
every time—under every condition. They make your de- 
liveries fast... safe . . . dependable. And because they are 
made of tough, durable bronze, they give you more coupling 
service—/less coupling cost. 
It pays to get EVER-TITE quality—the top value in quick 
couplings. Ask your distributor now. 


EVER-TITE COUPLING CO. INC. 254 WEST 54 STREET, NEW YORK 19, N.Y. 


Ohio Jobbers Question 
Marketing Practices 


A formal resolution has resulted 
from “growing concern over certain 
aspects of oil marketing in Ohio.” 

Ohio Petroleum Marketers Assn.’s 
board of directors has adopted it un- 
animously and it has been forwarded 
to jobbers and officials of major oil 
companies marketing products in the 
state. 

The resolution asks for serious con- 
sideration of such “economic practices” 
as: 

—-Sales to commercial consumer ac- 
counts at prices currently charged to 
resellers, or even at less. 

—Installation of underground tanks 
and electric pumps at low gallonage 
commercial consumer accounts. 

—Loaning of expensive equipment, 
in some cases including even tank 
trucks, to contractors or other types 
of commercial accounts that purchase 
in transport quantities. 

—Flat or percentage discounts from 
invoice prices for payment on delivery 
or within 10 days thereafter. 

—Extension of “unusual” and un- 
justified credit terms to farm accounts. 

—Loaning of fuel oil equipment and 
sale of fuel oil storage tanks to con- 
sumers at less than their cost to the 
supplier. 

—Capital expenditures by suppliers 
at small reseller accounts. For ex- 
ample, providing hard surface drive- 
ways, exterior and interior repairs to 
buildings and gifts of equipment not 
related to installation or operation of 
oil dispensing equipment. 

—Installation of underground tanks 
and electric equipment at farm ac- 
counts, 

—Gratuitous installation of substan- 
tial lubricating dispensing equipment 
at automobile sales agencies. 


Virginia Jobbers Eye 


Collection Problems 


Collection of bad accounts is a chief 
cause for concern among Virginia oil 
men, it developed during the spring 
meeting in Richmond of the Virginia 
Petroleum Jobbers Assn. 

A general discussion of the problem 
boiled down to this broad solution: If 
the jobbers works diligently to become 
an integral part of his community, he 
will know the people in it well enough 
to prevent most bad account incidents. 
If he has the reputation of being a 
“good collector,” he will save himself 
many headaches. 

High point of the association’s meet- 
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ing was a frank presentation - by 
Charles E. Russell, Pure Oil Co., 
Portsmouth, of his dollars-and-cents 
operation during the first three months 
of 1954. Russell stressed the fact that 
the independent jobber can compete 
successfully with the major oil com- 
panies, provided they follow through 
with a well-planned marketing pro- 
gram. 

In listing his firm’s actual profit- 
and-loss picture during the first quar- 
ter of the year, Russell pointed out 
various methods of shaving costs. For 
one thing, he said his company aver- 
ages gasoline deliveries of 300,000 gal. 
per month, using only one truck. 
While the company could jump its 
volume with the addition of another 
truck, he said, the added cost of op- 
eration would mean a net reduction 
in profits. 

Furthermore, he declared, “Do not 
give away any part of your margins. 
Do not be volume crazy at the ex- 
pense of short profits and sometimes 
no profits at all.” Russell said his firm 
no longer bids on Portsmouth munici- 
pal contracts because that means shav- 
ing margins. 

Despite their difficulties in account 
collections, the jobbers were not en- 
thusiastic over a proposal that the 
association secure the services of an 
outside collection agency. It was felt 
that the move would only antagonize 
customers without producing adequate 
results. 

Gilbert S. Campbell, Charlottesville, 
Richfield, was elected to a three-year 
term on the association’s board of di- 
rectors and M. M. Amory, Hampton, 
Cities Service, and Russell were re- 
elected to three-year terms. 

The association authorized its ex- 
ecutive secretary, David Catterton, to 
investigate the advantages of estab- 
lishing an oilmen’s club in Richmond. 
Also, the association was credited with 
a major role in defeating legislative 
bills to increase the state gasoline tax 
from 6¢ to 7¢ per gal. and the tax on 
Diesel fuel from 6¢ to 8¢. 

The only legislative resolution ap- 
proved put the association on record 
against oil imports restrictions. 


INDUSTRY BRIEFS 
Unified Wage Demands—Indications 
are that Standard Oil Co. (Ohio) will 
face unified wage demands from four 
of its ClO, AFL and independent 
unions when new contract negotiations 
get under way in September. But the 
actual wage demand probably hinges 
on decisions reached at the Oil Work- 
ers International Union (CIO) wage 
policy meeting June 4 in Cleveland. 


oa ET 


Marsh 


OIlIC Representative Puts His License Plate to Work 
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Cresente 


License plate with initials of the Oil Industry Information Committee draws 
comment from Pure Oil dealer James V. Cresente of Cleveland. The Ohio 
plate is assigned to Jack Marsh, OIIC representative of Cincinnati. Dealer 
Cresente has been vigorously promoting the industry’s school program as OIIC¢ 
vice chairman for Cuyahoga County dealer activities. In addition, Mr. Cresente 
is serving his third year as president of the Gasoline Retailers’ Assn. of Cleveland. 
License number is actually Q-11-C. Only officials’ cars carry an “O” in Ohio 


LPG Sales Double—Sales of liquefied 
petroleum gases by domestic producers 
more than doubled between 1947 and 
1952, Bureau of Mines reports. The 
rise was from 2.2 billion gal. to 4.5 
billion gal. Domestic consumption 
alone in 1952 showed 2,266 gal. be- 
ing used in 8.5 million homes. 


Atlantic Gets Write-off—Atlantic Re- 
fining Co. has been given a 40% fast 
tax write-off on five storage projects: 
96,000-bbl. storage tank, three loading 
racks and related facilities at Tona- 
wanda, N.Y., pipe line terminal; 
24,000-bbl. storage tank at Vinco, Pa., 
terminal; 54,000-bbl. tank at Quentin, 
Pa., terminal; 55,000-bbl. tank at 
Williamsport, Pa., terminal, and 80,- 
000-bbbl. tank at Rochester, N.Y., 
terminal. 


Globe Buys Terminal— Globe Fuel 
Products, Inc., has purchased the river 
terminal of George E. Phoenix Ter- 
minal, which is adjacent to Globe 
property in Chicago. Globe formerly 
was the oil division of Globe Coal Co., 
a subsidiary of Pittston Co. Globe Fuel 
Products became active in oil market- 
ing and terminaling in Chicago in 
1952. 
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More Oil Taxes?—Members of the ex- 
ecutive committee of the Montana 
governor’s committee on finance have 
recommended a 1¢ gal. gasoline tax 
hike and a 3¢ increase in Diesel fuel 
taxes. The committee says this would 
add $2.75 million a year to highway 
funds, allowing maximum use of fed- 
eral matching moneys. 


API Guide Offered—Small Business 
Administration is offering manufac- 
turers a special four-page guide on the 
handling, storage and dispensing of 
lubricants, prepared by the American 
Petroleum Institute Lubrication Com- 
mittee. The leaflet is No. 34. Leaflets 
No. 28 and 32 deal with lubrication 
economies and plant lubrication. 





Estate Booklets Coming 


Reprint booklets of the NPN 
series of six articles on “Jobber 
Estate Planning” will be ready 
for mailing shortly. Printing dif- 
ficulties have delayed publica- 
tion. NPN regrets any incon- 
venience to readers caused by 
the delay. 

















How the Supplier Can Help Sell Oil Heat 


Heating oil dealers have a right to expect greater co-operation 
from major suppliers than they have had in the past in meeting nat- 
ural gas competition. With this premise, A. Graham Shields, manag- 
ing director of the Oil Heat Institute of Greater Washington, D.C.., 


pinpointed eight propositons be- 
fore the 32nd annual convention 
of the Oil Heat Institute of Amer- 
ica at Philadelphia. 

Shields sees the problem of natural 
gas competition in home heating as 
serious and growing. This threat is be- 
coming greater as natural gas lines are 
extended and home builders take ad- 
vantage of the lower initial cost of gas 
installation, without regard to the fu- 
ture fuel costs for home owners. 

But while the problem and the 
threat are serious, Shields believes it 
can be met and overcome. One of the 
ways is for major suppliers to back- 
stop the sales efforts of dealers on a 
local level. He suggests that dealers try 
to “sell” their suppliers on these prac- 
tical approaches to the problem. 

Improve Products—A large portion 
of burner service calls, says Shields, 
are concerned, not with the mechanical 
failure of the burners installed and 
serviced, but with impurities in the 
product. These are largely the result 
of oxidization. He believes a check of 
service calls of any heating oil com- 
pany would show that sludge forma- 
tion, stopping of nozzles, incomplete 
combustion, accumulation of residue 
and similar product-generated ills are 
responsible for far more calls than 
equipment failure. 

Major oil companies have mam- 
moth research organizations and im- 
portant strides have been made in the 
improvement of oil products. But 
Shields poses the question: “Have they 
done enough—specifically for fuel oil 
and even more specifically for No. 
2 fuel oil?” 

Shields thinks the cause of most of 
the trouble is oxidization and poly- 
merization between the time the oil 
leaves the refinery and the time it 
reaches the combustion chamber in the 
home user’s heating equipment. He 
realizes that some companies are using 
additives and other treatments. But he 
wonders whether suppliers can’t do 
something more “to lick or at least 
lessen the bad effects of these chemical 
changes.” 

Tank Failure Irksome—One of the 
major difficulties faced by the heating 
oil reseller is tank failure. This is us- 
ually the direct result of moisture en- 
tering the tank and causing it to rust 
through at the bottom. 

Shields would like to see the major 











suppliers develop a method to help the 
dealers conquer this “bugaboo.” He 
doesn’t mean “just another product” 
to put on the shelves and try to sell as 
a means of getting rid of the moisture, 
as is now being done. Rather, he wants 
a formula the suppliers can make avail- 
able to their dealers at the distribution 
level. 

Improved Advertising—Shields sug- 
gested that the major oil companies 
could do a little more pinpointing in 
public relations and advertising activ- 
ities. He recognizes the value of the 
efforts of the companies and the Oil 
Industry Information Committee in 
publicizing the industry and oil prod- 
ucts in general. But he believes some 
of it might well be directed at creat- 
ing a demand for oil heat. 

He says other manufacturers spend 
considerable sums in creating con- 
sumer demand for their specific prod- 
ucts, at the dealer level. He points out 
that General Foods does not say just 
that General Foods are good. Rather, 
it proclaims the merits of Hellmann’s 
Mayonnaise, Post Toasties and other 
specific products. 

By the same token, Shields would 
like to see the major suppliers help 
heating oil resellers with public rela- 
tions and advertising support—first, by 
spotlighting fuel oil as an industry 
product in their national compaigns; 
and second, by co-operating with local 
advertising and promotion campaigns 
for oil heating at the dealer level. 

Guarantee Fill-Up Prices—Moving 
product and getting all available stor- 
age filled during the summer could be 
facilitated, says Shields, if there were 
a guarantee against loss resulting from 
prices decreases during the non-heating 
season. 

The dealers could pass along such 
a guarantee to their customers. And 
it would be less difficult to sell the 
customers On a spring or summer fill- 
up of their tanks. 

As it is, he says, many customers 
defer filling their tanks after the heat- 
ing season because there might be a 
cut in the price before fall. The same 
applies to the dealers. They are re- 
luctant to fill all their storage if there 
is any possibility that the price is 
going down before the higher-priced 
product is moved. 

The details, he 


feels, could be 


worked out in bookkeeping, at the 
dealers’ and major company offices. 
Both groups would agree that in event 
of a price cut, a rebate would be made. 

Raise Throughput Charges—Under 
present practices, many peddlers are 
encouraged to continue without stor- 
age facilities, as long as they can drive 
under the fill at the supplier’s plant 
and buy at tank car prices with a 
throughput charge that is barely nom- 
inal. On the other hand, Shields 
points out, many dealers who do 
have storage and who normally buy 
at tank car price, are allowed to fill 
up at the supplier’s plant, probably as 
an accommodation, without a through- 
put charge. 

Shields reasons that it would be a 
sounder policy if present, inadequate 
throughput charges were increased. 
They should be raised, he thinks, to 
a point where there would be a dis- 
tinct economic advantage to the dealer 
to make maximum use of his storage 
and to add more. 

Price Posting—In many areas, ma- 
jor oil companies are posting tank- 
wagon prices on some products they 
don’t sell at retail. This situation, 
claims Shields, is hard on the dealer 
who does sell at retail. His price is 
more or less “controlled” by the 
posted price of the supplier, even 
though the supplier does not sell the 
product at retail in the area. 

In many cases, says Shields, the ma- 
jors have been co-operative in discon- 
tinuing the posting of these prices 
when the situation has been brought 
to their attention by dealers. 

Cut Retail Competition—The prob- 
lem of retail competition from major 
suppliers Shields sees as one that may 
not be easily solved. Retail competi- 
tion, Shields notes, has been eliminated 
in some areas by dealers pointing out 
to suppliers that they are primarily 
wholesalers. They are hurting the busi- 
ness of their best and biggest customers 
—the dealers—by engaging in retail 
business. 

More Local Power—If the major 
oil companies would give more au- 
thority to their branch or district man- 
agers, it would help all concerned. It 
is Shields’ belief that local manage- 
ment better understands the specific 
local problems of the dealers. Man- 
agers should have the authority to 
work with dealers in solving these 
local problems, whether they be mat- 
ters of margin, competition, co-opera- 
tion or other phases of the business. 

As it is now, he says, even the most 
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minute proposals for a deviation from 
the established policy of the supplying 
company must be taken up with head- 
quarters. And since the officials at re- 
mote headquarters are concerned 
largely with over-all policy, he reasons 
they can’t be expected to know and 
understand the local problems of deal- 
ers hundreds of miles away. 

By discussing these points with their 
suppliers, Shields feels the dealers 
would establish a better understanding 
and thereby help their own immediate 
operation and contribute to the greater 
sale of automatic oil heat. 


Panhandle Asks FPC 
To Hike Gas Volume 


If the Federal Power Commission 
approves an expansion program pro- 
posed by Panhandle Eastern Pipe Line 
Co., Illinois and Indiana fuel oil deal- 
ers can look for tougher competition 
from natural gas. 

Principal effect of the expansion 
would be to increase natural gas vol- 
ume to certain areas in those two 
states, enabling companies supplied by 
the pipe line to increase their space 
heating customers. 

Estimated to cost more than $66.7 
million, the project would boost flow 
to scores of cities along the company’s 
Texas-to-Midwest pipe line by about 
50%. 

This is Panhandle Eastern’s second 
major expansion within the past four 
years and would include substantial 
completion of a third pipe line along 
most of the main line of the system. 
Also included would be laterals at 
various points and a huge under- 
ground storage field in Illinois. 

When and if the plan is completed, 
Panhandle Eastern will be able to de- 
liver a peak capacity of 1.4 billion 
cf/d, compared with the present peak 
day winter capacity of 9.7 million 
cf/d. 

An official said the company al- 
ready is assured of sufficient market 
requirements to absorb the increased 
volume. 
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Unlike so many others, Richfield Distributors aren’t mere 
pins on a supplier’s marketing map or impersonal gallonage 
statistics. Marketing exclusively through independents Rich- 
field sees its Distributors as flesh-and-blood businessmen, 
each with his own special problems, his own requirements. 
Richfield officials dig in personally with their Distributors, 
help solve the problems, fill the requirements. Think of the 
tremendous advantages in having as suppliers men who are 
personally acquainted with, and sincerely interested in, you 
and the business you run. 


This unique down-to-earth spirit has made friendly coopera- 
tion more than just a phrase at Richfield, it’s a reality. Ask 
any member of the Richfield Distributor family. 


Moreover, Richfield sees that its Distributors enjoy the free- 
dom of a franchised territory, the benefits of big-time adver- 
tising, the rewards of expert marketing know-how, and count- 
less other advantages. 


If you feel you’re a pin in a map—contact Richfield today. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 
542 FIFTH AVENUE, NEW YORK 36, N. Y. 


Serving the Eastern Seaboard from Maine through the Carolinas 
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Companies Get Antitrust Hearing 


U.S. Ninth Circuit Court of 
appeals in San Francisco has 
taken under advisement a peti- 
tion by three oil companies in an 
antitrust suit filed against them 
by a former Seattle service sta- 
tion operator, George F. Moore. 

A three-judge court heard the peti- 
tion by General Petroleum Corp. The 
Texas Co. and Tide Water Associated 
for a writ of prohibition preventing en- 
forcement of an order by Federal Dis- 
trict Judge John Bowen (Seattle). The 
order requires the three companies 
and four other firms named in Moore’s 
suit to produce designated documents 


STORAGE 


in Seattle by May 3 and in San Fran- 
cisco and Los Angeles by July 1. 

In his suit, Moore contends the de- 
fendants refused to sell him gasoline, 
which forced him to shut down his 
service station. He asks treble damages. 
The other four defendants, who did 
not join the petition to have Judge 
Bowen’s order set aside, are Richfield, 
Shell, Standard of California and 
Union Oil of California. 

The Circuit Court ruled Moore or 
his attorney may examine at any time 
any documents produced by the four 
companies not parties to the petition. 
Deadline for the other three companies 


Secondary Inventories Drop Again 


Following an_ eight-month 
trend, stocks of the four princi- 
pal oil products were down 6% 
at the end of March. The decrease 
amounted to 2.7 million bbl. 

According to Census Bureau statis- 
tics, a seasonal decrease of 10%, or 
4.7 million bbl., was recorded since 
the end of February. 

Gasoline showed the only increase 
in the March 31 stocks picture. Gaso- 
line stocks—at 20 million bbl. com- 


prising about 47% of total secondary 
inventories—increased seasonally 5% 
over Feb. 28 and were up 1% over a 
year ago. 

Distillate fuels (12.2 million bbl.) 
and residual fuels (4.4 million bbl.) 
were off 22% each from Feb. 28 and 
down 11% and 17%, respectively, 
from March 31, 1953. Kerosine stocks 
of 5.5 million bbl. were off 14% from 
the previous month and 8% from a 
year ago. 


Census Report on Secondary Stocks, Storage Capacity 
(Figures in thousands of bbl.) 


March 31, 
1954 
PAD 1 

Total 15,898 
Gasoline : 5,091 
Kerosine . 2,077 
Distillate . 5,371 
Residual 3,359 
PAD 2 

Total . 16,758 
Gasoline : 8,864 
Kerosine 2,718 
Distillate 4,525 
Residual .... 651 
PAD 3 

Total 4,328 
Gasoline . 2,861 
Kerosine 543 
Distillate . 619 
Residual 305 
PAD 4 

Total 1,566 
Gasoline . 996 
Kerosine 82 
Distillate 482 
Residual 6 
PAD 5* 

Total 3,554 
Gasoline 2,155 
Kerosine 98 
Distillate 1,208 
Residual : 93 


*Capacity figures not available. 
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Bulk Storage 
Feb.28, March 31, Capacity 

1954 1953 Jan. 31, 1954 
20,309 17,839 37,612 
5,029 5,396 8,638 
2,565 2,280 5,166 
8,208 6,162 16,521 
4,507 4,001 7,287 
17,412 17,722 36,393 
8,276 8,854 15,887 
3,065 2,852 6,450 
5,195 4,892 11,367 
876 1,124 2,689 
4,090 4,339 7,725 
2,655 2,554 4,254 
616 641 1,227 
602 995 1,445 
217 149 799 
1,555 1,543 3,057 
967 983 1,889 
92 93 181 
490 461 973 
6 6 14 
3,465 3,391 —— 
2,159 2,074 —_ 
92 106 ——. 
1,138 1,155 — 
76 56 —_—— 


was postponed by the Circuit Court's 
decision to hear their petition. 

The firms claim they are being sub- 
jected to unlawful search and seizure 
—that the judge intended for records 
and files to be produced, rather than 
selected documents related to the case. 

The companies had claimed that se- 
lection of the many documents needed 
(covering 117 categories) would be an 
impossible task in the time allotted, 
(eight months). The petitioners added 
that the selection of the documents 
would involve an expense greater than 
the damages asked by Moore. 

Charles Burdell, attorney for Moore, 
argued: 

—The Circuit Court has no jurisdic- 
tion, on grounds that previous Circuit 
Court decisions have held such Dis- 
trict Court orders, demanding that 
documents be produced, are not re- 
viewable. 

—If the companies cannot produce 
the documents by the deadline, they 
may request an extension. 

—Moore asks to see only the des- 
ignated documents, not the files. 


Jobbers File Petition 


On ‘Detroit Case’ Order 


Two jobber groups—Empire State 
Petroleum Assn. and Ohio Petroleum 
Marketers Assn.—have joined Stand- 
ard Oil Co. (Indiana) in filing a peti- 
tion urging the Federal Trade Com- 
mission to void its 1953 order in the 
“Detroit Case.” 

The new petition stresses the harm- 
ful effect the order would have on 
jobbers in general. It would, the peti- 
tion contends, virtually ban jobbers 
from retailing. 

The petition said jobbers are not 
concerned with whether Indiana 
Standard acted in “good faith” 15 
years ago in meeting the price of com- 
petitors. But “of deep concern” to all 
wholesale oil distributors “are the 
standards by which good faith of a 
seller is determined.” 

Next step in the 14-year-old case 
will be a decision by FTC on whether 
to grant petitions for reconsideration 
and clarification. If FTC refuses, the 
1953 order would continue in effect 
and Indiana Standard would be forced 
to comply or face enforcement action. 
Rehearing Sought — Defendant com- 
panies want a rehearing of the Austin 
Civil Appeals Court’s decision order- 
ing trial of the Texas antitrust suit on 
gasoline pricing. They want less atten- 
tion to state charges that a 1928 Amer- 
ican Petroleum Institute marketing 
code showed background for price fix- 
ing, and more attention to economic 
conditions in 1946. 
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| HU \I | should meter maintenance cost? 











If Meter upkeep costs you any amount that seems signifi- 


cant, its costing too much. Bennett AL-Metal Meters cost 











Virtually nothing to maintain, Simplienty of design and pre- 
cise workmanship result in longer life with fewer reeali- 


bration- and minimum wear, That's whiy Bennett invites 








maintenance cost comparison. Your John Wood Repre 








sentative can help you set up a program to spotlight 


ICING || 


“hidden costs” and show you why 








All Metal Meter Pistons 


Virtually no wear and 
no repair. No cup 
leathers to replace, 

Ten dele lilel 11 
springs to corrode 


Completely Protected 







Water settles away from 
corrosion resistant 
parts — passes out wide open 
bottom. No trapped water, 
no meter freeze ups 


Piston Porting System 
Intake and discharge 
through ports. No 
mechanical! valves no 
extra parts to wear out 
no meter service expense 


Write tor details on the new Bennett Multi-Service System — today s most efficient remote control fueling units 


JOHN WOOD COMPANY - BENNETT PUMP DIVISION - Muskegon, Michigan 








THE WORLD’S MOST MODERN TURNPIKE 
SPEEDS STATION TRAFFIC 


wrrm ECO ISLANDE 





( oUuOcmOoOd o In the first year of operation, 


over 17,000,000 motor vehicles 
sped over the open 118 miles of New Jersey expressway 
connecting New York and Wilmington, Delaware. To handle 
this heavy traffic and the still heavier traffic to come, 

10 Turnpike Super-Service stations, operated by Cities Service, 
are designed to give every possible service in the shortest 

possible time and also to obtain high volume TBA 

Sales. Specially planned parallel islands channel traffic. 

Thirteen Eco Islanders in some stations (two on each 





island, plus additional self-service units in strategic 
locations), provide prompt, efficient air and water 
service that speeds the motorist on his way. 


Write for details. 


JOHN WOOD COMPANY 
BENNETT PUMP DIVISION 
Muskegon, Michigan 


DISTRICT OFFICES: Atlanta * Baltimore * Boston * Buffalo * Charleston 
Chicago * Cleveland * Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphia 
Pittsburgh * Rochester * Salt Lake * Seattle + St. Paul * San Francisco 
IN CANADA: Toronto * Montreal * Vancouver * Winnipeg 

EXPORT: John Wood International Corporation, 29 Broadway, N. Y. 
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MODEL 246AWTL holds 
20 foot water hose and 
25 foot air hose — avto- 
matically retracted out of 
way. Tireflator unit a 
matically inflates to e: c<: 
pressures of 5 to 110 Ibs. 
Other models have a 
Pylon Fivorescent light, 
cash box, sign, or bracket 
for re-use of existing 
lights. ECO TIREFLATOP 
ore available for drive, 
wall, post, or overhead 
remote installation. 











PUBLIC RELATIONS 


OIC Backs ‘Lucky Folder’ Plan 


A promotional feature for the 
gasoline retailer that had hun- 
dreds of Houston service station 
dealers getting into the 1953 
Oil Progress Week swim is plan- 
ned for broader use this year— 
with support from Oil Industry 
Information Committee. It’s the 
“lucky folder” program, that 
brought excellent results last 
year. 

Numbered folders stressing services 
dealers give their customers were 
handed motorists patronizing the 
Texas city’s dealers during Oil Prog- 
ress Week. 

Immediately afterward, one of the 
folder numbers was selected—with the 
mayor spinning a carnival wheel. 
Holder of the number was awarded 
two all-expense-paid trips to Mexico 
City. So was the dealer at whose sta- 
tion the lucky folder was distributed. 

An estimated 100,000 to 150,000 
motorists received folders from the 
majority of Houston’s 1,054 dealers. 
What’s more, they read them, a sur- 
vey showed. 

The program got newspaper, radio, 
television and other promotion before- 
hand, during the week and after it 
was over. 

The Greater Houston Service Sta- 
tion Assn., one of the co-sponsors 
representing 50 outlets, was “very 
pleased with the program in its en- 
tirety,” according to H. C. Parrish, 
president. 

“The outcome proved that it was 
successful beyond our expectations,” 
he declared. 

Similarly enthusiastic were other 
backers, such as Houston’s Oil Indus- 
try Information Committee, its Cham- 
ber of Commerce and management 
men of oil companies marketing in 
Houston. 

New OIIC Push—Now the national 
OIIC has decided to assist a limited 
number of local committees in each 
OIIC district in conducting “lucky 
folder” programs during this year’s 
Oil Progress Week. 

It will make printing arrangements 
for individualized folders for perhaps 
35 cities—probably two in each dis- 

‘ict except the Gulf-Southwest, where 

veral local committees already are 
planning programs. 

Other preparations include presenta- 
tion kits for district and local com- 
mittees. These will blueprint the lucky 
folder program, and suggest how it 
may be adapted to local circumstances. 

In different communities, for ex- 
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ample, different prizes probably will 
be indicated, and perhaps more of 
them. 

Co-operative financing arrangements 
will be made locally by suppliers and 
dealers. Dealers commonly will con- 
tribute only $1 or so toward prizes. 
They'll buy the folders in lots of 100, 
but those will cost them only about 
2¢ apiece. 

In Houston, $3,800 was spent. Of 
this, $700 went for a preliminary 
event, a barbecue for the dealers, when 
they were briefed on the program. 


Jobber Calls ONC ‘Failure’ 


Major oil companies’ policy of “fill- 
ing every corner with a new, unneeded 
and unwanted station,” is building dis- 
belief in the Oil Industry Information 
Committee among jobbers. 

That's the view of Samuel B. Wilkes, 
Independent jobber from Hartford, 
Conn. 

Speaking at the American Petroleum 
Institute meeting in Denver, Colo., 
Wilkes said the OIIC has “failed miser- 
ably.” 

He said that he may demand_that the 
five majors in which he owns stock 
“stop throwing their money down the 
drain” in its support. 





You CAN stop product 


losses and equipment damage caused 





/ 


NEWS 


by excessive pressure build-up due to 
temperature increase. Fig. 535 Gate 
Valves on new installations or Figs. 
77 or 78 on existing installations will 
do the trick. Write for details. 


N BROS. COM PANY 
Pp 


MENT HEADQUARTERS 
UBUQUE, 


|OWA 
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Can You Adjust to a Changing Oil Market? 


As the next few years bring an increase in population—driving 
more cars and burning more gasoline and oil—Willard W. Wright, 
vice president of Sun Oil Co., envisions some developments of vital 


importance to oil men. 

—Toll road expansion. 

—Changing traffic patterns 
that will alter the value of many 
present station locations. 

—tLarger and fewer service 
stations. 

—Efficiency as the key to vol- 
ume and possibly even survival. 
Here is a partial text of his ad- 
dress two weeks ago before the 
Empire State Petroleum Assn. in 
New York City. 

It appears certdin from evidence 
already on hand that some substantial 
changes will be made in gasoline mar- 
keting during the next decade. And 
the successful marketer will be the one 
who correctly interprets these changes 
in terms of his own operations and 
adjusts to them. 

Our forecasters tell us they are being 
conservative when they estimate that 
in 1964 some 65 million vehicles will 
be consuming 55 billion gal. of gaso- 
line. Compare this with the 43 billion 
gal. consumed by 55 million vehicles 
in 1953. 

There is plenty of evidence to sup- 
port this outlook for a steady build-up 
of gasoline demand during the coming 
years. The Census Bureau estimates 
that our population will rise to 176 
million in 1960 and 184 million in 
1964. 

We have more new families. Our 
people are living longer. Thirty-one 
million families in America own auto- 
mobiles and of this number almost 
12% own more than one car. During 
the postwar period, the pronounced 
population shifts to suburban areas 
has increased the number of two-car 
families. 

Gross income, incidentally, which 
totaled $261 billion in this country last 
year, will rise to $319 billion by 1960 
and $366 billion in 1964. In other 
words, it is estimated that gross in- 
come in 1964 will be 40% higher than 
in 1953. 

This represents vast purchasing 
power, and the Department of Com- 
merce has stated that two to three 
cents of every dollar spent by con- 
sumers is paid out for gasoline and oil. 


TOLL ROADS AND MARKETS 


As you know, there is considerable 
pressure for the building of more and 
more toll roads, not only because they 
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WILLARD W. WRIGHT 


Changes are being made 


seem to be popular with motorists, but 
also because there is simply not enough 
money available for all the so-called 
“free roads” that are needed to ac- 
commodate the mounting traffic. 

Charles L. Dearing, deputy secretary 
of Commerce for Transportation, re- 
cently estimated the toll road potential, 
on a fully self-liquidating basis, at 
between 8,000 and 10,000 miles dur- 
ing next 10 years. That would place 
about 12,000 miles of turnpikes in 
operation by the mid-1960s. 

Toll roads, of course, represent a 
mere drop in the bucket with respect 
to total highway mileage when we 
consider, for example, the estimate of 
the Chase National Bank that an 
investment of between $50-$60 billion 
is needed in the next decade to bring 
the nation’s 3.3 million miles of roads 
up to adequate standards. But their 
influence upon the total highway pic- 
ture is important. 

The authorities that built the first of 
the modern turnpikes set up mono- 
polies in the sale of gasoline on these 
roads. 

Disturbing from the marketers view- 
point was the requirement of turnpike 
authorities for the building of magnifi- 
cent big stations tied up with restau- 
rants. Fortunately more and more of 
the highway authorities or turnpike 


commissions now building or planning 
new toll roads are providing for com- 
petition in the sale of gasoline. As you 
know, at least nine different brands of 
gasoline will be available to motorists 
using the New York Thruway. 

This is definitely a step in the right 
direction, but I must admit it provides 
little comfort to jobber-distributors 
who see stations sites going to bidders 
offering as high as 8.51¢ per gal. 


CHANGING VALUES 


In many areas the term “conveni- 
ence of location” as applied to service 
stations no longer refers as much to 
the neighborhood station as to a sta- 
tion located along the line of the 
progression of traffic. As traffic pro- 
gression speeds up, “convenience of 
location” implies easy accessibility. 

In addition to the changes in traffic 
patterns that we are witnessing as a 
result of population shifts, traffic re- 
strictions proposed in some cities may 
place service stations in jeopardy, es- 
pecially those in downtown locations, 

I am thinking of the recent recom- 
mendation of New York City’s traffic 
commisioner that the solution for traf- 
fic congestion is to get private auto- 
mobiles off the street and substitute 
mass transportation. A recommenda- 
tion along the same lines was made 
by a panel of traffic experts in Phila- 
delphia recently. 

One of these days, by the way, we 
are going to have to pay more atten- 
tion to cultivating the lady driver. Our 
traditional concept has been that the 
man of the house buys the gasoline. 
Now with the increasing number of 
two-car families, the ladies not only 
buy the gasoline for their own cars 
but influence the men in their buying. 


STATIONS IN THE FUTURE 


Figures published by the Bureau of 
Census reveal that the number of serv- 
ice stations in the United States actu- 
ally declined by about 54,000 between 
1939 and 1948, representing approxi- 
mately a 22% decrease in the total 
number. However, the volume of gas- 
oline sold in 1948 was almost 1% 
times the volume of 1939. Unfortu- 
nately, these figures are the most up-to- 
date available to us. 

My own company’s experience has 
definitely been in the direction of 
fewer stations and increased through- 
put per station as a result of our pro- 
gram to increase the profitability of 
these stations for both the dealer and 
the company. (Continued on p. 28) 
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“This new kind of uniform holds a crease 
and keeps its ‘just-pressed’ look longer” 
—say station attendants wearing uni- 
forms made with “Orlon”, 


And many go on to report that these 
uniforms are easy to care for... cut up- 
keep costs to a minimum. For most regu- 
lar-weight uniforms made with “Orlon” 
acrylic fiber are washable, need little or 
no ironing. And many spots come off 
with soap and water . . . grease stains 
with an ordinary spot remover. 


ABOVE: Washable whipcord of “Orlon’’ and wool made by Day's Tailor-d Clothing Inc.. Tacoma, Washington 


Look fresh and neat all day long. 
in uniforms made with ORLON 


So take a tip from men who have worn 
uniforms made with “‘Orlon’’, Remem- 
ber that these uniforms are easy to keep 
clean and require far fewer pressings. And 
because they’re not damaged by battery 
acid and rough treatment, they'll last a 
long time . . . Save you money, 


For more information, check your 
uniform distributor or write for free 
folder “Uniforms made with Orlon”’.E. 1. 
du Pont de Nemours & Co. (Inc.), Room 
2522, Nemours Bidg., Wilmington, Del. 
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“Orion” is Du Pont's trade-mark for its ccrylic fiber 


Orlon’ 


ACevuc FiBER 


QU POND 
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Things for Better Living ... through Chemistry 


Chemical Progress Week, May 17—22 








TRENDS 


At the end of 1953 we had 26.5% 
fewer stations than we did in 1939. 
And it may interest you to know that 
in 1953 the average monthly gallonage 
per Sunoco station was 281% greater 
than the average station in 1938. 


FORCED ECONOMICS 

We now find in the New Jersey 
gasoline market a new and artificial 
development which threatens to great- 
ly accelerate this trend. 

I refer to the announcement by the 
New Jersey Gasoline Retailers Assn., 
which has been reported in various 
publications, that it will continue to 
ask its members to sell gasoline at 


“cost” until supplying companies give 
in to their demands for fair trade 
agreements. The spokesman for the 
organization announced this “cost” 
price is 16.9¢ a gal. This price, he said, 
gives dealers 1.7¢ to cover rent. 

All of us who are engaged in gaso- 
line marketing know that fixed costs 
per gallon are related to the volume 
of gasoline sold. It is debatable just 
how long any dealers can continue to 
stay in business under this artificial 
“cost” policy, but the very mathe- 
matics of the situation makes it quite 
obvious that those with large volume 
stations will be equipped to survive 
longer than their fellow dealers with 








In trouble-free service for several years, 
these two Roto-Prime self-priming pumps 
handle 250 GPM in double-duty service, un- 


loading transports and pumping from field 
storage to loading docks. 


THE IDEAL PUMP FOR 
BULK PLANTS aTANK FARMS 


The Gilbarco Roto-Prime Pump starts 
without priming ... runs without venting 


Higher suction lift and efficiency up 
to 10% greater, plus unlimited air 
handling capacity and flexibility of 
mounting, make possible multiple- 
service use in bulk plant stripping, 
transferring and loading. The great 
versatility of Roto-Primes provides 
30% to 50% savings in operating 
and equipment costs. Available in 
capacities ranging from 50 to 550 
GPM and powered by all drives. 
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Investigate today. Write for 
catalog and full information. 


Gilbert & Barker 
Mfg. Co. 

West Springfield, 
Mass. 


Toronto, 
Canada 


small volume stations. 

Here we see a movement which 
tends to encourage, through sheer eco- 
nomic compulsion, the development 
of a group of service stations geared 
to operating on low margins. Thus 
we would see stations becoming larger 
and larger and the smaller volume 
stations gradually losing out. And if 
the larger stations, in the long run, 
prove they can effectively and effici- 
ently serve the motoring public, there 
would be no reason for the small vol- 
ume station to come back into the 
picture. 


THE BUYER’S MARKET 


I recognize that as good, hard-hit- 
ting businessmen you wrangle with 
your suppliers to get the best deal 
possible, but are not continually run- 
ning to government when you feel 
you are mistreated. I feel that these 
deals are a matter for careful negotia- 
tion between jobber and _ supplier, 
weighed carefully on an_ individual 
basis. And I feel that if you are not 
getting the deal you want with one 
supplier, you try another. 

It is generally agreed that 1954 will 
witness the sharpest competition the 
petroleum industry has experienced 
since the end of World War II. It is 
a year of massive promotions, massive 
advertising campaigns and the hardest 
selling that oil marketers have ever 
engaged in. 

It is a year of new improved prod- 
ucts of a quality that laboratory engi- 
neers Only a short time ago were 
describing in meetings of learned 
societies as the “fuel ef the future.” 

This is what competition is doing 
for the American motorist: ‘Tt is giv- 
ing him not only better products but 
better service where he byys, more 
convenience—more of everything. He 
has never been wooed more ardently. 

We are in a buyer’s market today 
and that’s a good omen. Inventories 
are at a record high principally be- 
cause the extra refining capacity built 
up in response to a request from the 
government following the outbreak 
of war in Korea is being used. This 
situation increases the importance of 
jobbers in today’s picture. When 
you’ve got something to sell, and 
plenty of it, and you know someone 
who can move it, you eye him with 
new appreciation. 

Fashions in courtship may change— 
because the American motorist is a 
complex individual and may seem ca- 
pricious at times, but the fundamentals 
of selling are timeless. At the jobber- 
distributor level in our business the 
fundamentals are efficiency, flexibility 
and adaptability. 


NATIONAL PETROLEUM NEWS * May 26, 1954 








155 








MANAGERS! 
TBA — SALES 
SERVICE 


How to Cure Sick Cooling Systems 


The first thing a motorist with an 
overheated engine does is to turn into 
the nearest service station. To give 
dealers a clearer idea of how to handle 


such problems the following guide has 
been compiled by John B. Stobbart, 
supervisor of automobile specialties, 
Commercial Solvents Corp. 


MARK WELL ..THIS MARK 


WHAT CAUSES COOLING SYSTEM FAILURES 


H OVERHEATING 
1. Resulting From External Leakage 


e Collapsed or clogged hose. 
e Broken water pump or fan drive 








e Leaking radiator or heater seams, 
cores, tanks, joints. 

e Rotted or cracked hose, or loose 
hose connections. 
Leaks at water pump packing 
gland, shaft seal, gasket or 
cracked housing. 
Cracked engine block or cylinder 
head castings, and leaking block- 
head joint. 
Leaking core 
plugs. 
Leaking drain cocks. 
Cracked thermostat housing or 
leaking gasket. 
Leaking joint at 
gage thermal unit. 
Leaking fittings or gaskets on 
accessory parts such as water 
jacket oil lines, automatic trans- 
missions, water jacketed carbure- 
tor, to which coolant is circu- 
lated. 


. Usually Accompanied By Loss of 

Coolant Out Overflow 

e Clogged water passages in radia- 
tor or engine block. 

e Foaming of coolant. 

e Defective thermostat. 


hole (“freeze”) 


temperature 


3. 


belt. 
e Defective upper radiator tank 
baffle. 


Frequently Accompanied By Loss 

of Coolant Out Overflow 

e Heavy rust and scale deposits in 
system. 
Slipping water pump or fan drive 
belt. 
Bent fan blades. 
Corroded water pump impeller 
blades. 
Defective pressure radiator cap. 
Defective water distribution tube. 
Clogged radiator air passages. 
Excessive engine loading. 
Dragging brakes. 
Improper operation of ignition 
system, valves, carburetion sys- 
tem. Low oil level. 


OVERCOOLING 


e Thermostat stuck open or miss- 
ing. 
e Overexposed radiator. 


ENGINE SEIZURE 
e Leakage of coolant into engine. 


WHY FAILURES OCCUR 


e Corrosion damage of cooling system 


metals can be expected when (a) 
uninhibited water is used as a cool- 
ant, (b) anti-freeze is used until the 
effective life of the corrosion in- 
hibitors is depleted, (c) acid exhaust 
guses leak through a defective head 
gasket into the cooling system turn- 
ing the coolant solution acid, (d) 
air is sucked into the cooling sys- 
tem at the water pump or a loose 
connection, causing oxidation and 
breakdown of corrosion inhibitors, 
or (e) the coolant is contaminated 
by materials such as undrained acid- 
type radiator cleaner. 

Corrosion of cooling system me- 
tals produces voluminous quantities 
of rust and other corrosion products 
which frequently clog the water 
passages in the system, impair cool- 
ant circulation, and lead to over- 
heating of the engine. Rust and 


scale deposits not heavy enough to 
to completely clog the system may 
cause “hot spots” in the engine that 
cause localized boiling of the cool- 
ant and may result in burning or 
scoring of valves, pistons or other 
engine parts. 

Corrosion in the system may per- 
forate thin-walled parts causing 
them to leak or may so weaken 
soldered seams, thermostat springs 
and other parts that engine vibra- 
tion and road shock or even normal 
wear causes them to fail. 


e Cracking of castings and other parts 


is commonly due to (a) improper 
installation which results in stresses 
and strains in the part (b) fatigue 
from vibration and road shock (c) 
heat cracking resulting from ex- 
posure to excessively high tempera- 
tures and (d) thermal shock caused 
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TRADE MARK OF 


IRIE ID e 2K 


WORLD'S MOST SUCCESSFUL 


OIL-ADDITIVE 


PRODUCER 
BE FIRST IN YOUR AREA WITH 


IRE ID): 2k 
WORLD ee CENTURY 


ADDITIVE & SERVICES 


WRITE ... for! Brochure! 
detailing the ft "5 Point Dealer 
Plan”—the sales program that made 
REDeX the world’s largest international 
oil-additive producer— 


EXCEPTIONALLY PROFITABLE 
DISTRIBUTORS ARRANGEMENT 


(LOANED TO DEALERS) 


REDEX, INC. 493 rusune ave 
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You’ ve been battered by battery claims. Now let’s look at facts. Three years ago, 
when we introduced the Exide Utrra Start, the laboratory life tests were so 
amazing, we hesitated to predict how many years this new, revolutionary 
battery would last. But here’s what has happened: 


THOUSANDS SOLD ...NONE HAVE WORN OUT! 


In three years, with hundreds of thousands sold through service stations, 
repair shops and car dealers, not a single Exide Uttra Start has worn out, 
to our knowledge, in normal car use! 


120,000 MILES IN RUGGED FLEET SERVICE! 


In taxis and other severe fleet service, Exide Uttra Start Batteries have 
been on the go for 90,000 . . . 100,000 . . . 120,000 miles. 


170,875 MILES IN POLICE CARS! 


One Exide Utrra Start gave uninterrupted service for over 170,000 miles 
in three successive police cars without even a recharge. Each car was 
equipped with 2-way radio, siren, flashing signal lights and high output 
generator. 


In the laboratory, the Exide Utrra Start exceeds brutal overcharge test 
standards of the SAE by more than three times. And you know that over- 
charge is a constant threat to batteries . . . the biggest cause of battery failure. 


These facts are your assurance that Exide Utra Start Batteries will serve 
your customers well. And there’s extra assurance for you in the fact that 
the Exide Guarantee is backed by 66 years of business integrity. 


: y 
Exide AUTOMOTIVE DIVISION 
THE ELECTRIC STORAGE BATTERY COMPANY 
Philadelphia 2, Pa 


Exide Batteries of Canada, Limited, Toronto 


“Exide” and “Ultra Start” Reg. T.M.U.S. Pat. Off. BATT ft R t 4 $ 
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by pouring cold water into a hot 
cooling system. 

e Leakage at gaskets usually results 
from (a) failure to obtain a good 
seating of the gasket at the time 
of installation or (b) loosening of 
the joint or failure of the gasket 
caused by vibration, road shock or 
by fatigue resulting from exposure 
to high temperatures and pressures. 
When acid exhaust gases begin to 
leak through a faulty engine block- 
cylinder head joint, they usually 
erode and corrode away the gasket 
further enlarging the point of leak- 
age. 

e Rubber hose is gradually deterior- 
ated during the normal use by vibra- 
tion and the action of the hot 
coolant. Hoses swell, become 
“spongy,” or crack, and may rup- 
ture in use. Hose clamps occasion- 
ally are loosened by vibration or 
cut the hose if too tight. 

e Abnormally rapid wear of moving 
parts is encountered if they are too 
tightly adjusted. Dirt, rust and scale 
in the cooling system act as abra- 
sives to accelerate wear of moving 
parts such as the water pump im- 
peller. 

e Internal leakage of coolant can usu- 
ally be traced to a faulty cylinder 
head gasket or to warped, porous 
or cracked engine block or cylinder 
head castings. The internal leakage 
of the coolant usually results in 
sludge being formed in the lubricat- 
ing oil. This hampers proper lubri- 
cation of the moving parts and can 
lead to serious engine damage. 

e Overcooling resulting from opera- 
tion with the thermostat removed 
usually leads to sludging of the 
lubricating oil, excessive fuel con- 
sumption, and loss of power. 

e Foaming of the coolant is com- 
monly due to exhaust gases leaking 
into the cooling system, air being 
sucked into the system or the pres- 
ence of foam-promoting contami- 
nents in the coolant solution. 


Tubeless Tire Offered 


Highest tensile-strength nylon and 
race tire construction principles are 
features of Firestone’s latest offering 
in the tubeless tire field. Firestone says 
the “S00,” its third tubeless tire, will 
run cooler, wear longer and provide 
a greater safety margin. 

The company announced that one 
of New York City’s large cab fleets 
reduced punctures and road delays at- 
tributable to tires by 73% after switch- 
ing to the new Firestone tubeless, 
though they previously were using 
puncture-proof tubes with conven- 
tional tires. 
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Resists Weather and Wear 


etween Tank Truck 


and Home Storage Tank 


QUAPRENE FUEL OIL HOSE 


Even the most extreme weather conditions won’t impair 
the flexibility of this long-wearing hose. Neoprene com- 
pound tube is undamaged by oil, paints, solvents or 
turpentine. 
braids of high tensile cotton yarn. In lengths up to 225 
feet with built-in, spirally-braided copper wire for con- 
stant static bond. Cover is highly resistant to oil and 


NOlLVHOduO> 


Moulded braided construction with three 


abrasion. Furnished with full-flow couplings. For long 
service between truck and home use Quaprene—another 


Quaker quality product for service and savings. 
Write for free folder and name of nearest distributor. 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 
PHILADELPHIA 24, PA. 


Branches in Principal Cities 





in Saturday Evening Post, Life, Look, Colljer’s, that car- 
makers are saying: 


“CHANGE YOUR OIL FILTER EVERY 


THIS SUMMER .. . Purolator reminds cnr 2-color ads 


/ 


MILES’’ 


This makes it easy for dealers to follow thromgh . . . CasH IN 


on the big summer travel boom .. . i 











1. SHOW every car-owner what his Car-Owner’s Manual 
says .. . Sell him a new Purolator if car is nearing 5000 
miles since last change . . . Sell an oil-change, too! 


2. CHECK every oil filter with every oil-change . . . Sell a new 
Purolator, too! 


Both ways—your dealers win! Both ways they get 3 profits 
... a profit on the oil filter . . . plus a profit on the oil that 
takes the place of the quart thrown out with the dirty filter 
. .. plus a profit on the regular oil-change! 


Tell your dealers to STOCK Purolator. . . TALK Purolator 
. . . SELL Purolator. 


SELL PUROLATOR! Because the Purolator is the World’s finest. First on 
the market. Originator of the Micronic* Filter ... the Full Flow Micronic 
Oil Filter. Standard of the industry — the Purolator* Micronic is widely 
imitated—never equalled. Original equipment on more 
makes of cars—engineered to fit all makes. Traps more 
dirt, finer dirt, faster—makes engines run better longer. 


PUROLATOR PRODUCTS INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 


Ol FILTER 


*Reg. U.S. Pat. on 
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| Like an Independent |Jobbership7. , 





Being an oil jobber or a consignee is not 
always a matter of choice. Both types of 
marketing have their good and bad points. 
NPN here is presenting the stories of A. A. 
Adams, consignee turned jobber, and C. D. 
Brown, former jobber, now commission ag- 
ent. Why they switched and what they have 
found in their new businesses is told on 
these pages. 











A. A. Adams is now an Independent oil jobber in Dallas, 
Tex., operating under the name of The Triple A Oil Co. 
A few months ago, he was a commission agent for Con- 
tinental Oil Co., in that city, and had been for 21 years. 

The commission agency was one of mutual satisfaction 
and profit for both Adams and Continental. Gallonage dur- 
ing Adams’ time with the agency increased about 10 to one. 

But he had a young son-in-law whom he wanted to bring 
into the business. Furthermore, he wanted to be sure that 
this young fellow—Charles K. Warrick—would continue 
to operate it after Adams was out of the picture. 

That is the main reason for his switch to a jobber-type 
operation, and the one big weak point that he sees in a 
commission agency-type operation. 

e As Adams puts it, “With a commission agency there 
is no assurance of permanency.” 

Adams sees these other differences in comparing his 
Operations as a commission agent to those of a jobber: 

e He makes his own policies as a jobber. He is his own 
“boss.” As an agent, he followed company policy. Company 
authorization dictated virtually every move he made. 

This ability to act on his own, without becoming involved 
in the red tape that is necessary when decisions must be 
handed down from the supplier level, has helped him a 
great deal, he has found. 

e For one thing, he is doing more business now than he 
did as an agent. This, despite the fact that he had to leave 
behind for the agent who succeeded him a great deal of the 
gallonage he had built up over the 21 years. 

e He now operates on a wider margin of profit than he 
did as an agent. But this one has its drawbacks, too, he has 
found. 

In return for the bigger margin, he must carry his own 
credit accounts, whereas the agent’s supplier normally 
carries these accounts. This means he must have more 
operating capital. 

Too, he must own more equipment, such as his own 
bulk plant and merchandise inventory, heavier transporta- 
tion equipment, etc., that, as an agent, the company 
provided. 

“As an agent, all I had to furnish was the labor, the 
delivery equipment, and the office furniture. Now I have 


(continued on page 36) 
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LOOKING AHEAD to the day he will retire, Adams gives a 
few pointers to his son-in-law Charles K. Warrick 





BOOKKEEPING is a big part of a jobber’s business, Adams 
says. Here is the Triple A Oil Co. office staff 





ay Se 


we aes: 


ADAMS LEARNS to take inventory, which he finds is just as 


necessary now as when he was a commission agent 
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.«Consignee 


PAPER WORK is one of the duties that Brown must perform 
as a commission agent. He says there is too much of it 


STOCK CONTROL RECORDS get a checking over by Brown. 
He finds the company demands accurate records on this 


HE TAKES INVENTORY of the Continental Oil Co. prod- 


ucts sent to him on consignment. With him is a driver 


May 26, 1954 + NATIONAL PETROLEUM NEWS 


the Best Deal for Me 


“I wouldn’t trade my position with anybody. Not my 
territory, my business or my supplier.” 

That’s what C. D. Brown, Continental Oil Co. commis- 
sion agent in Shreveport, La., thinks about his wholesale 
petroleum business setup. 

Brown has been Continental’s Shreveport agent since late 
1947. Prior to that, he was an Independent jobber, operat- 
ing in Carthage, Tex., for about two years. 

But he does say that if he didn’t know management's 
problems, which he learned while working for supplying 
companies prior to his entrance into the wholesale business, 
“I wouldn't work this way.” 

“I learned to work under certain strict rules. That is the 
way an agent must work. In my case, I can realize the 
reasons for them, so it doesn’t bother me. 

“Also, 1 have learned just about what I, as an agent, can 
and cannot do. I just never make an offer to a potential 
customer that I wouldn't make if I had to foot the bill.” 

The commission agency that he is now operating has 
certain advantages over the jobbership he formerly owned, 
Brown has found. And, it has certain disadvantages. 

e On the plus side, his commission is now fixed. 

“If we are headed into a recession, I don’t have to worry 
nearly as much as I would if I were a jobber. As a jobber, 
I might get caught by buying high, having to sell low. That's 
not a worry for me now. And I don’t have to pay for a lot 
of equipment at present day excessive costs.” 

e He has been able to build up his business volume 
rapidly, from about 20,000 gal. per month when he started 
in 1947 to 300,000 gal. which he expects to do in May of 
this year. 

“T couldn’t have done that as a jobber. The capital out- 
lay to buy, furnish, install and maintain storage tanks, 
warehouse, etc., would have been too great. That is, for that 
period of time. 

e “But as an agent, I just furnish the delivery trucks, 
the labor and the office furniture. The company furnishes 
everything else.” 

e The original investment is also much smaller for the 
commission agent. Although he has much more invested, 
Brown thinks an agent could get started on as little as 
$5,000. 

On the fixed commission angle, he said, the agent is not 
only “protected” during recession periods, but also during 
retail price wars, fluctuation of freight rates, and other 
things that might affect an oil market. 

But he has found that being an agent has its drawbacks 
The biggest one, he believes, is that he is not building an 
equity for his family. And, he said, “things do happen, like 
switching a fellow to salary basis or by-passing him, which 
tends to give him a more or less insecure feeling.” 

As for his family’s future, Brown has a 12-year-old son 
very interested in the business, and Brown would like to 
see him take over the agency some day. He has learned 
that this can be done, when there is a relationship that is 
satisfactory and the one coming into the business is 
qualified. 

But there is no assurance of it. 

Another complaint of Brown’s is that suppliers “have 


(continued on page 36) 
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TRANSPORT DRIVER checks in with Adams with what is 
left of gasoline load after making direct deliveries 






BROWN WATCHES local delivery truck being loaded with 
gasoline. Careful watch must be kept on stock losses 
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Jobbership 





Is the Deal for Me 








Consignee 





to furnish everything. I had $20,000 tied up as an agent, 
whereas now I have some $150,000 invested.” 

As for “paper work,” Adams finds that he actually has 
to do more now than he did as an agent. 

“I have to keep more detailed reports now than Con- 
tinental required me to keep as an agent,” he finds. “I want 
to know, and have to know, exact selling and delivery costs 
on each item I handle. And I have to keep a closer check 
on my other expenses.” 

e He has found, however, that he was able to eliminate 
certain things that Continental expected him to do, such as 
prevent all stock losses. 

He still must keep such losses down, but he doesn’t go so 
far as to hire extra personnel—as he did once while an 
agent—to do it. 

Adams sees another hazard that the jobber must face 
which isn’t too bad on the commission agent, and that’s 
price wars at the retail level. 

“The jobber is definitely sitting on a limb in a price war. 
He is no more invincible than his supplier makes him. 

“The agent, on the other hand, is working on a fixed 
commission and he is protected, more or less.” 

e But there is more incentive for the jobber to build up 
his business than there is for the agent, Adams believes. 
The jobber knows what he builds is his, and that he can 
pass the business onto his family when he is out of the 
picture. 

“I feel more secure now. I don’t have to worry about 
being by-passed, switched to salary basis, or having my 
supplier cancel me out on the 10-day cancellation clause 
which most agents operate under. 

“My profits have increased about three for one. I’m 
plowing this extra money I’m making back into my business. 
The entire business is mine.” 
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given margin increases to jobbers but have not done any- 
thing about increasing commissions.” Our problems of 
expenses and increased overhead are the same. Suppliers 
should consider the agency and the jobber in the same 
light when considering increases. 

Brown believes life insurance is the best investment for 
an agent’s estate building. Therefore, he keeps himself 
“loaded” with it. The next best thing for him to do is invest 
in service stations of his own, or other real estate. 

He thinks an agent has to do more “paper work” than 
the average jobber does, and he describes this as a “burden” 
for the agent. 

He submits three reports weekly to Continental, plus 
other correspondence on problems on equipment, lease 
agreements, contracts that he has to sign, etc. As a jobber, 
he could let some of this work go, catch up on it later or 
not do it at all. 

One employe in his agency handles this “paper work” 
exclusively, and he thinks it is really a job for more than 
one clerk considering the volume of business he is doing. 

e But part of this paper work has to do with credit 
authorizations, something that he thinks puts the agent in 
a much better position than the jobber. 

“Once Continental authorizes credit for an account, they 
stand good for it. If there is a loss, the company loses, not 
me. Of course, I have the responsibility to try and collect 
a bad account, and if I oversell their credit authorization, 
I lose. But it is much better than having your own money 
tied up in credit accounts.” 

Brown enjoyed being a jobber, and grew from 3,000 gal. 
per month to 80,000 gal. from 1945 to 1947. He probably 
would still be a jobber in Carthage, except for the fact that 
Shreveport is his home town. When he found a Continental 
agency was open there, he decided to take it. 
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March Station Permits Show Large Gain 


Station building activity took 
a sharp upward spurt in March, 
with 43% more station permits 


(Valuations are in thousands of dollars.) 
REGION AND STATE 














Number Valuation 
. . March February March March February March 
approved than in February. The 1954* 1954 1953 1954* 1954 1953 
dollar value of building permits 
approved in March increased Total 531 370 375 $6,809 «= $4,869 = $5,035 
almost as much, 39% over the Vy England 1s 14 20 148 143 207 
February level. ‘ 7 : 

“hese , : Connecticut I 2 1 10 3 9 
This gives added impetus to the sta- Maine , P ‘ : 4 ' 
tion building trend which, measured Massachusetts 8 7 15 74 68 149 
by building permits approved, has New Hampshire 2 y 30 - 49 

soe , : : 
been climbing since last December. a Island . : a4 ~ 

. ermont 2 10 

Compared to the same month last 
year, March building permits increased Middle Atlantic 67 29 54 926 492 839 
42% in number and 35% in valuation. New Jersey 25 13 14 336 165 174 

The greatest jump in proposed sta- New York 17 x 16 237 196 257 
. ; ° . ra nic >< s 
tion building came in the west north Pennsylvania s ad 353 ist <8 
central states where permits jumped East North Central 101 63 57 1,547 974 1,027 
from 16 in February to 58 in March. Illinois 4 16 16 402 214 306 
Second honors were taken by the three Indiana 15 14 6 188 179 135 
Middle Atlantic states where 67 per- — = 12 a 360 199 263 

ees : ; : io 1 14 I 449 266 249 
mits were approved in March com ~~ ER 40 7 ‘ 148 116 ; 
pared to 29 in February. 

Source—This building permit sur- West North Central 58 16 61 761 231 833 
vey is based on reports from cities lowa 12 2 il 161 31 115 
containing about 85% of the urban a 9 : : a “ 

: . : innesota 19 is 2 22 258 
population of the country. These build- eee 1 ; 19 139 <a 367 
ing permits, however, do not give a Nebraska 3 3 3 31 52 48 
positive indication of the number of North Dakota 2 1 3 14 18 26 
service stations actually built. No ad- South Dakota 2 1 3 34 52 
justment is made for lapsed building ig pg ww... 59 66 62 800 855 826 
permits nor for the lag between permit tines , , : ‘ 18 ‘ 
issuance and the start of construction. Washington, D.C. ... 1 > 14 , 60 

The tabulation, by the Bureau of Florida 19 35 1 339 495 281 
Labor Statistics, pertains only to gaso- Georgia 17 9 12 170 118 151 
. . : . thi Maryland 4 2 t 28 22 ; 
line service station construction within = 

bh: 1 b; ; ‘ North Carolina 9 13 13 116 138 121 
urban places. Urban, as defined by South Carolina 3 4 3 %6 45 52 
the Bureau of the Census, covers only Virginia 4 2 il 52 19 131 
incorporated places of 2,500 popula- West Virginia 2 : 2 45 30 
ares a pooen a hatorg or by — East South Central 33 16 13 430 197 145 
vil 4 = on RIES ibis 5. 55 a0eccnse' 10 7 2 94 62 17 
ee Coveens. Ser u 7 1 108 7 8 

Mississippi 4 ; 2 34 ; 24 
Tennessee 10 2 8 194 38 96 
Manual Explains Tester Use West South Central 90 91 60 932 1,027 652 
Service station dealers and their em- Arkansas 3 8 6 28 91 44 
ployes are being offered a free manual — ~ ~ 7 = oa 130 
oma 3 ; 7 
on the use of battery hydrometers and > sae 63 62 6 “an a8 4 
antifreeze testers. The company calls 
it a “constructive help to service sta- Mountain 24 19 13 336 233 164 
tion operators who have the continu- Arizona 6 2 1 67 12 25 
ing problem of training their employes” Colorado 4 5 3 62 73 29 
. : Idaho 3 4 2 47 74 20 
in these skills. ee , , , : 12 ‘ 

Eight basic points are given on the ie emmaedere: , ; ¢ + + , 
use of each device. Emphasized in the New Mexico 5 2 t 71 7 ‘ 
manual is the necessity of keeping the — 4 - 6 ~ = 84 
tester or hydrometer clean, since dirty «p's ial lai each , ” 
testers often are inaccurate. Complete eee oo 84 56 35 929 717 342 
cleaning instructions are included. In California 57 43 28 590 S81 247 
additions to the general information, Oregon 7 4 3 111 31 44 
the company—Imperial Brass Manu- Washington 20 9 4 228 105 51 


facturing Co., 1200 W. Harrison St., 
Chicago 7, Ill.,— explains its own 
products. 





* Estimated. 
+ None reported. 
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ERVICE WITH MORE OUTLETS 
ON SAME ISLAND SPACE 


Make your station a multi-pump with no costly changes. Save 
time, space, money. Boost your gallonage per pump with Wayne 
Duo-Pumps .. . available in four different models. 

Wayne Duo-I dispenses one brand through double outlets, has 
two separate dials on each side. Wayne Duo-2 dispenses two 
brands through double outlets, has two separate dials on each 
side. Both models available for regular or remote pumping 
systems. All are “station-engineered” for long trouble-free service 
with these exclusive Wayne features: 





Identical in size to standard dispensing 
pumps... easily installed in same space. 


Double dials both sides for easier service. 
Two meters, interlocks and flow indicators. 


Solenoid valves (Duo-1) for greater accu- 
racy ... positive control. 


(s 

i> 
ix ; 

Wiel 
iH] 
TN a 


Double your sales outlets in your station... 
assure more island display space .. . increase 
your gallonage ...speed your service by in- 
stalling Wayne Duo-Pumps. Write today for 
complete data. 


He | 


THE WAYNE PUMP COMPANY 


SALISBURY, MARYLAND e@ TORONTO, CANADA 




















DUO-PUMPS 
Are Also Available in 


REMOTE TYPE 


with Pump Cabinets 
Shown Below 





California Station Promotes 95 Octane Gasoline 


95-octane premium gasoline is being promoted in some Independent Califor- 
nia stations by offering to adjust customers’ automobile engines to the new high- 
powered fuel. This dealer adjusts timing and carburetor for 45¢. To help in 
promotion, he got Du Pont to send out a representative to show how gasoline is 
tested in a special fuel test car. 





Gasoline Consumption by States, January, 19547 


(American Petroleum Institute figures 

















Tax Ratet —— = 
December Gallons CG ellens Gallons % 

Cents December 1953 January 1954 January 1953 Change 

Alabama ney he Os 61, 790,000 58, 198 000 55 966 ,000 4.0 

Arizona 5 29 072,000 26 338 , 000 27 ,390 000 3.8 

Arkansas ‘ 61% 38 , 743 ,000 *32 813,000 36 , 196,000 9.3 

California 6 450 ,871 000 410 , 356 ,000 358 , 788 , 000 +14.4 

lorado 6 38 , 469 ,000 35 595 ,000 36 , 684 000 — 3.0 

a anna . 4 52,584,000 44,924,000 44,140,000 + 1.8 

ABOVE GROUND CABINET Delawa: ie 5 10,481,000 8,748 ,000 9 057 ,000 3.4 

District o of Columbia. . 5 17,721,000 15,599,000 16 , 750 ,000 6.9 

: eee 7 107 ,657 ,000 105 ,938 ,000 101 , 427 ,000 + 4.4 

Completely waterproofed, easily in- Georgia... : 6 81 , 698 ,000 79,811,000 76 556 ,000 + 4.3 

stalled. Equipped with long-life, “ daho..... 6 15,091,000 13,200 , 000 13,474,000 2.0 

os prey “meer reg de Hlinois 5 207 | 768,000 184/268 ,000 168;900'000 +91 

pendable high capacity rotary pumps Indiana 4 121,099,000 106,810, 000 102 , 524,000 + 4.2 

and air separators. Pumping capaci- lowa. 5 70,370,000 66,719,000 63 , 666 , 000 + 6.0 

i H i ; Kansas 5 68,171,000 59,524,000 69,375 000 + 0.3 

- available to 2 the requirements anhenticn 7 56 627,000 53,252 ,000 51,429 ,000 + 3.5 

of every type of service station— Louisiana.......... 7 68 ,948 000 57, 192,000 51,362,000 +11.4 

\ multi-pump ...one or two brands. GE ak aka 30.4 6 20 ,373 ,000 17,851,000 17 ,361 ,000 + 2.8 
| Maryland 6 57,470,000 48 , 805 ,000 50 232 ,000 2.8 
} Massachusetts 5 93 , 788 000 79,709 ,000 77 ,629 000 + 2.7 
i Michigan 4ly 177 ,891 ,000 161 , 872 ,000 185 ,913 ,000 12.9 
Minnesota 5 71,650,000 67 ,010 ,000 63 ,344 000 + 5.8 

Mississippi 7 44,318,000 40 ,939 000 39,779 , 000 + 29 

Missouri. 3 114,189,000 104,413 ,000 102 , 199 ,000 + 2.2 

Montana 6 16 ,291 ,000 12,575 ,000 14,366 ,000 12.5 

Nebraska 6 37,013 ,000 34,988 ,000 85,110,000 0.3 

Nevada. . 54% ° ° 6,876 ,000 6 582,000 2.4 

New Hampshire. . 5 12,214,000 10,730 ,000 10 352,000 + 8.7 

New Jersey... .. 3 134 , 220 ,000 110 , 839 ,000 117,474,000 5.6 

New Mexico... ..... 6 25 243,000 23 ,603 ,000 22,851,000 + 3.3 

New York... 4 264 , 862,000 228 . 754,000 223 , 391,000 + 2.4 

North Carolina 7 91,778,000 86 , 606 , 000 89 , 412,000 8.1 

North Dakota 5 14,920 ,000 12,107 ,000 18 ,357 ,000 9.4 

| ee 5 214,778 ,000 201 , 805 ,000 186 , 150,000 8.4 

Oklahoma........ 6% 67 ,290 000 58 .729 000 61 ,536 ,000 4.6 

SPQ Th 41,046,000 37,608 , 000 38,676,000 — 2.8 

CE EEE SS 5 219 , 728 ,000 185,911,000 188 ,679 , 000 - 1.5 

Rhode Island 4 17, 420,000 15,164,000 14,609 , 000 }- 3.8 

South Carolina... 7 48 ,018 ,000 44,672,000 46 , 235 ,000 — 3.4 

South Dakota...... 5 19 , 793 ,000 18,168 , 000 18 503 ,000 - 1.8 

Tennessee 7 79, 000 68 , 463 000 74,493 ,000 — 8.1 

- arrears 4 407 ,948 ,000 325 , 779 ,000 383 , 357 ,000 —15.0 

Dintcheéconedehecas 5 18 ,958 ,000 18,104,000 17 , 683 ,000 + 2.4 

Vermont Juvecauenes 5 8,461,000 7,461,000 7,324,000 + 1.9 

Db «6 o¢neshetcdaks 6 89,015,000 75 ,962 ,000 ,000 — 3.7 

Washington........ seoe UE ° . 52,034 ,000 54,467 ,000 - 4.5 

. West Virginia............. 5 34,788,000 82.257 ,000 32,862,000 -— 1.8 

i Wayne Remote Cabinets are equipped Wisconsin........ owed 84,205 ,000 74,357,000 75 ,890 ,000 — 2.0 
| with two complete pumping units. Wyoming......... 5 9,977,000 *10, 150,000 9,549 ,000 + 6.3 
Assure unfailing service at all times. Ee oe SEEN 4,104,274,000  3,688,186,000 3,631,905,000 + 0.04 
\ h Daily Average............++. «+++ 182,396,000 117,200,000 117,158,000 + 0.04 


+In general, these figures include all on sold or consumed within the confines of the state, regard” 
less of whether it was for a taxable or nontaxabl o perpese. 
FY a ae are state tax rates per gallon. In addition there is the federal tax of 2c per gal. 








May 26, 1954 + NATIONAL PETROLEUM NEWS 39 








EQUIPMENT 


How to 


Raging oil product fires can be 
extinguished within minutes by 
a new foam product of Carbide 
and Carbon Chemicals Co., New 
York. 

Called “Unox,” the foam blan- 
kets flames and absorbs heat. 

It was on display this month 
at Institute, W. Va., where Car- 
bide and Carbon held the fire 
tests shown on these pages. 


Company officials say Unox will 
protect any size storage tank holding 
oil products, liquefied petroleum gas or 
chemicals, at reasonable cost. 

It affords protection for “large tanks 
and manufacturing areas that have 
been left unprotected because of the 
high cost of installing water spray sys- 
tems,” the company says 

The technique involves aeration of 
a solution of 1% Unox fire-fighting 
penetrant. Presently available equip- 
ment can be used. 

This foam has about 10 times the 
volume of the original solution, Car- 
bide and Carbon says, and provides 
maximum cooling efficiency when ap- 
plied to actual fires. The foam is suit- 
able for almost any fire except an elec- 
trical one. 

Since it is white and contains enough 
water to absorb most of the heat gen- 
erated by a fire, Unox foam has a 
high insulation and heat reflecting 
value. 

The prescribed rate of application 
essentially lessens the “heat input rate” 
by about 70%, the company says, and 
proportionately lessens the possibility 
of damage to equipment and storage 
tanks that are exposed to fires. 

(The term “heat input rate” is used 
by fire protection engineers to define 
the rate of heat that will penetrate the 
wall of a storage tank in a fire.) 

These tests were aimed at “substan- 
tiating small scale or laboratory data 
and providing the required information 
for the design and installation of ex- 
tensive systems not only for the ex- 
tinguishment of fires involving water 
non-soluble liquids, but the protection 
of structures from damage when ex- 
posed to fire.” 

Other Than Liquids—On solids, the 
company claims, Unox’ extinguishing 
action is “three-dimensional”: 

—The burning material is blanketed 
or isolated from air by the foam 
blanket. 

—The breakdown into water is in 
direct proportion to the heat to which 
it is exposed, thereby affording an opti- 














Fight FIRE with Foam 


mum application rate with sufficient 
cooling action to extinguish the fire. 

—Through its ability to reduce the 
surface tension of water, its high pene- 
trating qualities will cause rapid ex- 
tinguishment, even on surfaces that are 
water repellent. 

Says Carbide and Carbon: 

“The application of Unox foam for 
the protection of structures and/or the 
extinguishment of fire may well be a 
step forward in fire technology. 

“The foam systems will reduce the 
amount of water specified under the 
present spray rules (National Fire Pro- 
tection Assn. Pamphlet 15) by about 
60%, and will reduce the cost of the 
protecting system very appreciably. 

“On tank surfaces, as an example, 
point application can be utilized. 

Regarding the physical characteris- 
tics of Unox penetrants, the company 
says they are “stable compounds that 
are non-toxic and do not change the 
characteristics of the water to which 
they are added—with the exception of 
materially reducing its surface tension 
and adding the ability to form a foam 
when mixed with atmospheric air.” 


The Fire Tests 


Test 1—Kerosine was spread in the 
diked area of a 55,000-gal. storage 
tank, to a depth of one-half inch, mak- 
ing a total burning area of 2,120 sq. ft. 
After a one-minute pre-burn, foam 
containing 2% Unox by volume was 
applied at the top of the tank, to run 
down the sides and across the liquid 
surface, filling the diked area. 

Results—tThe fire was extinguished 
in 7 minutes, 26 seconds by 1,600 gal. 
of foam. 

Test 2—The 55,000-gal. tank was 
filled with water. A continuing fire 
was Originated in the diked area. Foam 
in 1% solution was applied with one- 
point application on top of the tank 
to protect it. The heat input to the 
contents of the tank was tested by 
measuring the rate of temperature rise. 

Results—The tank was exposed to 
the fire for 35 minutes. Average tem- 
perature rise was 5.3 degrees Centi- 
grade, from 23.7 to 29 degrees. Total 
cooling medium applied was not meas- 
ured, but the run-off was 1,014 gal. 

Test 3—The test was continued with 
a 2% foam solution. After 16 min., 
the temperature rose an additional 2.6 
degrees Centigrade. Similar tests were 
conducted on smaller tanks and drums. 

Test 4—In a variation on Test 2, 
the fire was allowed to burn for 30 


FORMING A BLANKET over the surface of a storage tank, Unox foam absorbs 
much of the heat generated by fire. It will cling to both vertical and horizontal surfaces 


S 


min. to test heat input when no cool- 
ing medium was used. Average tem- 
perature increased 18.5 degrees Centi- 
grade, from 30.8 degrees to 49.3 
degrees. 

Test 5—A fire pan 25 ft. in diam- 
eter containing 500 gal. of kerosine, 
was ignited. Unox foam extinguished 
the blaze, using a National ML12 
foam chamber equipped with Fomon 
Moeller Tube ML12A and an MC3 
foam maker. Application was at the 
rate of 0.1 gmp. of water—2% Unox. 
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SINGLE-POINT APPLICATION is sufficient for any tank insulation job with Carbide 
and Carbon’s new foam product. This cuts cost of equipment installations 


Results—After a 1 min. 10 sec. pre- 
burn, foam was applied. The fire was 
out in 1 minute 24.2 seconds after 105 
gal. of foam had been applied. 

Test 5 was repeated twice with dif- 
ferent equipment. The first time, a 
National MC24 “C” Type foam cham- 
ber with an. MC3 foam maker was 
used. In the second repeat, equipment 
was a National RP12, 2'2-in. portable 
foam nozzle attached to a hand line. 


© For other oil fire news, see p. 19. 
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SPECIAL CLAMP answers the problem of .. . 


How to Repair Tubeless Tires 


As the number of tubeless tires 
on the road passes the two mil- 
lion mark, the first specially-de- 
signed vulcanizing tool for their 
repair has been developed. 

In production now is Dill Manufac- 
turing Co.’s Dillectric “U” Clamp for 
repairing punctures in the inner rub- 
ber lining of tubeless tires. 

It will be available soon from tire 
companies, many oil company TBA 
departments and from the manufac- 
turer. 

The clamp connects electrically 
with the standard Dillectric tube re- 
pair clamp, of which more than 120,- 
000 now are in service. A dealer who 
does not have the tube repair device, 
however, will have to buy one in order 
to use the new repair tool. 

Price of the “U” clamp is $9.95. 

Dill’s new tool, shown in position in 
the picture and drawing, does the 


e FOR FURTHER INFORMATION 


patch vulcanizing job in five steps: 

—Buff the puncture. 

—Assemble patch plate with heat- 
ing element. 

—Snap patch and heating element 
onto centering pin on clamp. 

—Place patch over puncture, 
tighten clamp into position. 

—Attach ground and _ secondary 
wires to standard Dillectric tube 
clamp. 

The electric current shuts off auto- 
matically when the repair job is com- 
pletéd. The patch should be allowed 
to cool for one or two minutes before 
the clamp is removed. 


Loaders Improved 


Several spring-balanced loaders are 
capable of loading transports and tank 
cars without re-spotting. They also 
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have an extended reaching range. One 
unit is a custom-built assembly and is 
subject to individual specifications. The 
new loader includes a_ self-closing 
shock-proof loading line valve and a 
Timken bearing pillow block at the top 
of the riser that dispenses with the 
need for an additional swing joint. 
All joints are grounded with static con- 
nectors. Oil Equipment Manufactur- 
ing Co., Inc. 

Circle No. 1 on Reply Coupon 


Cash Register Automatic 


National’s new Model “S51” cash 
register has no lever or motor bar. It 
operates instantly and automatically at 
a touch of any of the “department” 
keys. After purchases are itemized, 
the total is printed on the customer’s 
receipt. At the end of the day, the 
register shows how many people made 
a purchase in each department. Na- 
tional Cash Register Co. 

Circle No. 2 on Reply Coupon 


Soles Won't Slip 


The “squeegee” tread style of the 
Navy’s aircraft carrier flight-deck boot 
has been adapted to civilian rubber and 
leather footwear. The tread is de- 
signed for use by service station deal- 
ers and others who must work on wet 
or oily pavement. Tri-Vac Footwear, 
Inc. 

Circle No. 3 on Reply Coupon 


Cleaner Fast and Safe 


Fast action and safety for all types 
of floors are top selling points for a 
new floor cleaner. The cleaner con- 
tains a chemical additive, the manu- 
facturer says, that speeds up the cocoa- 
nut oil action in lifting dirt and foreign 
material off the floor. Multi-Clean 
Products, Inc. 


Circle No. 4 on Reply Coupon 
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Light Easily Visible 


The improved Yankee emergency 
lamp throws a flash warning signal in 
all directions. It is designed for use 
on wreckers and other emergency ve- 
hicles. The lamp base is of brass and 
finished in copper, nickel and chrome. 
It is gasketed to the roof of the cab 
by a heavy rubber pad. The lens is 
available in red, amber or blue. Yankee 
Metal Products Corp. 


Circle No. 5 on Reply Coupon 


Barrel Dumper Marketed 


Total lift capacity of 1,800 Ib. is 
claimed for a new barrel dumper. 
Maximum lift height is four ft. The ma- 
chine can be adapted to accommodate 
any size or type of barrel. Walkie-type 
design gives minimum turning radius 
and allows movement in close quarters. 
Powered by a 12-volt battery, the 
dumper moves at a speed of about 3 
mph. The power unit has roller grip 
controls and a push button hydraulic 
lift system. Moto-Truc Co. 

Circle No. 6 on Reply Coupon 


May 26, 1954 + NATIONAL 


PETROLEUM 


Hose for Cleaning 


Specifically designed for steam 
cleaning operations, a new steam hose 
is lightweight, flexible and easy to 
handle. It is available in 42 and %4- 
inch sizes. The hose is recommended 
for use at 100 Ib. water pressure where 
alkaline base cleaning solutions, such 
as caustic soda and similar detergents, 
are used. It is not recommended for 
chlorinated solutions. Goodyear Tire 
& Rubber Co. 


Circle No. 7 on Reply Coupon 


Tractor Line Expanded 


Four tractors with high power-to- 
weight ratios have been added to the 
Mack “B” model line. The tractors 
are four and six-wheelers, gasoline and 
Diesel powered. The gasoline engine 
delivers 206 hp at 2,100 rpm and the 
Diesel powerplant is rated at 200 hp 
at 2,100 rpm. Transmissions include 
both five and 10-speed, two-lever du- 
plex types. A three-speed auxiliary 
is available in combination with a five- 
speed main box on six-wheel tractors 
only. All models feature the Mack 
Vibrasorb clutch that protects driving 
parts from destructive vibration. Mack 
Trucks, Inc. 

Circle No. 8 on Reply Coupon 
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Oilers Easy to Clean 

K-P is marketing a new line of hand 
oilers that the company claims can be 
disassembled for cleaning in 30 sec- 


onds. Flexible and rigid spouts of 
varying lengths are available, in ad- 
dition to several different nozzles. All 
are interchangeable. Parts for the oil- 
ers are replaceable singly or in a 


NEWS 


group. On an optional basis, a wall 
holder or detachable non-tip base is 
available. The line includes 16 models 
in capacities from 6 oz. to | qt. K-P 
Manufacturing Co. 

Circle No. 9 on Reply Coupon 


Carton Clamp Safe 


Moving and stacking of fragile car 
tons without damage is made easy 
with a new hydraulic carton clamp, 
the manufacturer says. Each clamp 
is equipped with rubber facings on the 
lifting surface. These facing pads are 
spaced to assure firm handling. As the 
clamp is closed on the load, pad sur- 
faces are aligned automatically with 
the sides of the load to straighten any 
incorrect stacking prior to the lift 
Yale and Towne Manufacturing Co. 

Circle No. 10 on Reply Coupon 








Extinguisher Offered 


Pyrene claims particular effective 
ness on flammable liquids and electri- 
cal fires for its new pressure type ex- 
tinguisher. The single-cylinder vapo 
rizing liquid unit also is designed for 
use On many other types of blazes 
Available in both one and 114 -at. sizes, 
the extinguisher features a unique on- 
and-off thumb lever mechanism that 
gives the operator instant finger-tip 
control of discharge. As a safety 
measure, a special locking device has 
been incorporated in the carrying 
handle to prevent accidental discharge 
while in a stowed position. 
Manufacturing Co. 


Circle No. 11 on Reply Coupon 


Pyrene 
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Midwest 


By Leonard Castle 





How One Group Battles Gas 


Fuel oil distributors of Clinton, 
Iowa, under the leadership of I. H. 
(Ike) Carnes of the Carnes Oil Co., 
have banded together as the Clinton 
Fuel Oil Dealers Assn. to conduct their 
own advertising and public relations 
program. 

The Clinton program represents a 
good example of how oil men in a 
medium sized community—Clinton’s 
population is around 30,000 — can 
unite to convince the consuming public 
that fuel oil is superior to natural gas. 

Clinton’s oil men contribute $10 per 
month per truck which enables them 
to finance a 30x40-inch advertisement 
each week in the local newspaper. 
Carnes supplements the industry dis- 
plays with a 40-inch ad every week 
and daily radio announcements featur- 
ing his own company. 

The co-operative ads feature such 
slogans as, “Automatic Oil Heat Is 
Safe! You Are Free of ‘Explosion 
Worries’ With Automatic Oil-Heat in 
Your Home,” and “You're Ridin’ High 
with Your Own Supply . .. When You 
Heat Your Home With Automatic Oil- 
Heat.” 

Carnes, former president of the 
Iowa Independent Oil Jobbers Assn. 
and prominent in activities of the Na- 
tional Oil Jobbers Council, lists a 
five-point program which, he says, the 
entire oil industry must follow in its 
battle with natural gas: 

1. Clean up your equipment. 

2. Clean up the personnel and put 
them in uniform. 

3. Be able to service what you sell 
with well-trained men. 

4. The entire organization should 
know the basic facts concerning our 
competition. 

5. Do lots of effective advertising— 
it pays off. 

Customers Can Compare—To give 
his customers and prospects accurate, 
specific figures, Carnes has prepared 
a series of tables based on the compar- 
ative Btu costs of fuel oil, natural gas 
and coal. The figures are broken down 
for each month of the year. 

For example, one table lists com- 
parative figures for a home using 
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1,000 gal. of No. 2 fuel oil per season 
at a price of 14.2¢ per gal. In Novem- 
ber, December, January, February and 
March, the residence would burn 143 
gal., or 21,735,000 Btu, per month. 
The monthly cost would be $20.30. 

To obtain the same Btu value, the 
natural gas consumer would burn 21,- 
735 cubic feet per month, at a cost 
of $23.82, under prevailing rates in 
Clinton. 

During April, May, September and 
October, fuel oil consumption would 
amount to 71 gal., or 10,250,000 Btu 
per month, at a cost of $10.08. Gas 
consumption, at the rate of 10,250 
cubic feet, would amount to $14.58. 

Then during June, July and August, 
when no fuel oil was burned, the gas 
consumer would pay $1 per month for 
pilot light service. For the year, the 
fuel oil consumer’s bill in Clinton 
would amount to $141.82, as com- 
pared with $180.42 for the user of 
natural gas, or a difference in favor of 
oil of $38.60. 

A Big Lesson—‘“This natural gas vs. 
fuel oil is the most interesting and con- 
fusing thing that we have ever encoun- 
tered,” Carnes observes. “In fighting 
this kind of competition, if we get 
nothing more, the natural gas people 
have taught us that we again must sell 
fuel oil. 

“They have caused the oil folks to 
take account of themselves and clean 
up a very sloppy service that we have 
heretofore forced upon the public.” 

Carnes points out that representa- 
tives of the natural gas utilities have 
been instructed thoroughly in the 
proper customer sales approach, and 
have been given some forceful tools 
in the way of clever advertising. Fur- 
ther, he says, they have millions of 
dollars of help from the natural gas 
producers. 

“I can say from experience,” Carnes 
declares, “that all oil companies com- 
peting with natural gas had better 
make a real study of the gas business 
or they will make oil a second rate 
fuel. 

“We in the oil business have some 
very excellent arguments for our prod- 
uct, and in most cases they are more 
convincing than gas. This is where we 
should be getting some help from our 
suppliers, but with the exception of 
about two companies, the public 
wouldn’t know that the majors sold 
fuel oil. 

“The jobber has to make his own 
research, draw up his own ads, and 
pay for the whole thing himself.” 

Carnes contends that the oil man 
must be alert to the facts which gas 
people purposely omit from their sales 
talks. These include such items as a 


minimum for pilot light service during 
the summer, and a minimum in Clin- 
ton of $42.50 per month for industrial 
users even when gas service is inter- 
rupted. 


Atlantic Coast 


By 
Raymond E. Bjorkback 





All Will Benefit 


A two-year contract reached under 
arbitration by the Gasoline Merchants 
of Brooklyn, Inc., with the AFL Team- 
sters Union, Local 917, is setting the 
wage and benefits pattern for New 
York City’s 2,500 to 2,750 service 
stations. 

It is, even though the union has or- 
ganized only about 155 or 160 of the 
estimated 700 stations in Brooklyn, 
where it is strongest. 

(While about 60% of this borough’s 
locations are represented in the mem- 
bership of the Gasoline Merchants of 
Brooklyn, only about one-third of the 
membership’s locations are organized). 

The union itself claims only about 
1,000 members in all of Brooklyn and 
Queens, 500 in Manhattan and 150 
in the Bronx. It has little, if any, repre- 
sentation on Staten Island. 

But some voice in the contract pro- 
ceedings was had by Alan Feinman, 
secretary of the Inter-City Gasoline 
Dealers Assn. (Manhattan and the 
Bronx) and Louis Provenzano, presi- 
dent of the Manhattan Gasoline and 
Service Station Operators Assn., chief 
function of which is labor negotiation 
for some 18 or 20 dealers. 

Accordingly, Inter-City members 
are signing individual contracts virtu- 
ally identical to the Brooklyn “associa- 
tion” contract. So also, reportedly, are 
dealers in Queens. And the small Man- 
hattan group will have an association 
contract. 

New York’s city council president, 
Abe Stark, was brought in as arbitrator 
when negotiations stalled following ex- 
piration of the Brooklyn contract on 
April 30. 

Local 917 writes a “basic” contract 
in that it specifies a weekly wage min- 
imum—now $56 where before it was 
$53.50. 

At the same time, with the labor 
market what it is today, some Brook- 
lyn station employes get as much as 
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$100 weekly through bonus and com- 
mission arrangements. 

On the other hand, an inexperienced 
helper may be hired at $47 a week, 
and reach the $56 minimum only by 
quarterly stages at the end of his first 
year on the payroll. 


A Prince in Brooklyn 


Speaking of Brooklyn, a Siamese 
prince (his Pop is Thailand’s ruler) is 
going to oil school there. 

He’s sitting in for the last half of 
the current semester of the petroleum 
distribution and management tech- 
nology course at the New York City 
Community College of Applied Arts 
and Sciences. 


His name’s M. C. Prija Kalyana- 
vongs. (The “M. C.” is the Siamese 
equivalent of H. R. H.—His Royal 
Highness). But he’s suggested his class- 
mates call him just plain Mr. Prija. 

He’s a “good student,” too, accord- 
ing to Max Streisand, under whose 
direction the course is being con- 
ducted. 

Mr. Prija decided to crowd one- 
fourth of the two-year course into a 
six-month visit to this country since 
he’s slated to be in charge of the pe- 
troleum distribution functions of Thai- 
land’s Defense Energy Department 
after he gets back home to Bangkok. 

As soon as the semester’s over, two 
or three major companies are going to 
tell him about their distribution meth- 
ods. 

The Brooklyn instruction covers all 
phases of oil distribution. Almost 70 
high school graduates and ex-G.I.’s 
are winding up the first year of this 
new course. It leads to an Applied Arts 
and Sciences degree. 


Trouble With Signs 


Third-party service station opera- 
tors in New York City are doing a 
burn over new plastic brand identifica- 
tion signs that a couple of majors have 
adopted. 

The signs have been pressed on 
them by the companies, complain the 
dealers, at about $10 a month—con- 
siderably more for some elaborate in- 
stallations—whereas the old enameled- 
metal signs cost them nothing. 

The lessee dealers say they haven't 
felt they were in a position to reject 
the sales talk that good-looking signs 
will increase their volume, or the argu- 
ment that they are getting upkeep of 
the “self-illuminated” signs to boot. 

Certain owner-dealers, on the other 
hand, they say, aren’t “going” for the 
signs. 

One company’s sign, particularly, 
runs into money, the dealers point 


out. It employs neon-tube lighting, 
often flasher-operated. Some versions 
even revolve. 

The other company’s new sign is 
larger than its predecessor, and dou- 
ble-faced. 


Pacific Coast 


By Charles N. Pollak 


Unique TV Courtesy 


General Petroleum Corp. has an 
arrangement with television station 
KTTYV, Los Angeles, to sponsor special 
news events. So, when the Rothschild 
Oil Co.’s refinery at nearby Santa Fe 
Springs burst into flames one morning 
last week, TV viewers had a unique 
experience: They watched the spec- 
tacle of one oil company’s gasoline 
storage tanks burning up, brought to 
them courtesy of another oil company. 
(Story and pictures of The Rothschild 
fire on page 19.) 


Oregon Dealer Plight 

The situation of the gasoline dealer 
in Oregon is not an enviable one, 
judging by the cover picture on the 
current issue of the Oregon Gasoline 
Dealers Assn. new slick-paper maga- 
zine. The picture shows an appar- 
ently frantic dealer being squeezed in 
a vise. One jaw of the vise is labeled 
“selling price,” the other “cost price.” 

According to H. C. (Mac) Mc- 
Curdy, field director, Oregon’s dealer 
troubles have centered in Medford, 
“which has been a powder keg for the 
last three months.” Several operators 
were forced to sell as a result of price 
disturbances, he said, but the market 
is now more stable. 

The association claims chapters in 
at least 34 Oregon cities. 


Conservation Drive 


Richfield Oil Corp. is getting under 
way with an extensive program aimed 
at taking the facts on oil conservation 
in California directly to civic leaders 
in 100 Southern California commu- 
nities. 
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Richfield started out in suburban 
Corona where it staged a “conserva- 
tion dinner” for the city’s leading citi- 
zens that features Richfield’s own 
31-minute color film entitled, “Cali- 
fornia’s Buried Treasure,” a_ scale 
model of an oil field to illustrate prin- 
ciples of conservation, and company 
speakers to explain them. 

Magnitude of the program is sug- 
gested by the fact that the company 
has used four different crews to cover 
cities from Fresno to San Diego. An 
estimated 50 citizens will be invited 
in each locality. 

The grass-roots project is another 
step in Richfield’s effort to disseminate 
information to the public on the need 
for some kind of petroleum conserva- 
tion legislation in the state. California 
is the only major oil-producing state 
without such a law. 

Staunchest opponent of Richfield’s 
campaign is President Reese H. Tay- 
lor of Union Oil Co. In a quarterly 
report to stockholders, Taylor classi- 
fied state control as “unnecessary” and 
“detrimental.” 

The indications are that Union will 
be an active foe. 

“Those who desire to saddle the 
California oil industry with a system 
of stringent governmental controls 
argue that conservation cannot be 
otherwise achieved,” he wrote. “Yet 
the record shows that California pro- 
ducers operate just as efficiently as the 
producers in any state in the Union, 
controlled or otherwise.” 


Price-Cut Advice 

Sam Goldman, marketing vice pres- 
ident of Douglas Oil Co. of California, 
gave his dealers a little advice on price 
cuts recently. 

In a regular monthly letter to deal- 
ers, Mr. Goldman wrote, “You do not 
have to cut to the lowest price to 
maintain the largest percentage of 
your business. Simple arithmetic 
shows that if you take it slowly and 
not panic at the first cut of a competi- 
tor, you will come out ahead. Talk to 
your customers. Explain the situation 
to them. 

The motoring public still de- 
mands quality products and top serv- 
ice and proper servicing of your cus- 
tomers’ cars will make friends who 
will be reluctant to change just for the 
sake of a penny or two. 

“Most times 1¢, or at the most 2¢, 
off the usual posting will hold 90 per- 
cent of your business. 

“If you’ve been caught in one of 
these wars, you know what we mean. 
If you haven't had the experience 
with one, CONSULT YOUR DISTRIBUTOR 
BEFORE YOU CUT PRICE.” 
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Buyer's Market Dominant In Most Areas 


It was still a “buyer’s market” in most of the na- 
tion’s wholesale oil marketing areas east of the 
Rockies the past week. 

Sellers continued their all-out efforts to stir up 
more buying interest. But the buyers weren’t re- 
sponding. At least, not enough to make much of a 
dent in the overall stock picture. 

As a result, prices for virtually all refined prod- 
ucis remained weak, in virtually all wholesale areas. 

This included crude oil, as far as Western Pennsylvania 
grade material was concerned. Joseph Seep purchasing 
agency of South Penn Oil Co. announced a 50¢ bbl. reduc- 
tion in prices it pays for Penna. crudes in all districts where 
it is a buyer. 

Reductions fell 26¢ short of meeting original drops by 
Tide Water associated in Bradford District and by Sinclair 
Refining in Allegany, N. Y. (see May 19 NPN, P. 63), al- 
though Sinclair later restored 26¢ of its reduction, making 
price $3.26, effective May 20. 

South Penn’s new prices, Effective May 20: 

Bradford, Pa., District $3.26 
Middle Penna. District $3.20 
Southwest Penna. District $2.81 
Eureka, W. Va. District $2.75 

In announcing its reductions, South Penn said “continued 
accumulation of crude oil stocks from Jan. 1, 1954 with but 
little reduction in producing rate has resulted in a weak- 
ened market situation and compels reduced price postings.” 

Ashland Oil & Refining Co. also reported reducing its 
purchase price 25¢ bbl. for crude produced in Zanesville 
(O.) district. The new price, effective May 20, is $2.50 bbl. 

In the Southwest and Mid-continent, there was no indi- 
cation that the crude price drops would spread. Some 
sources said crude stocks were high, and some added they 
were “disturbed” over Texas Railroad Commission boosting 
June allowables, but none expected prices to be affected. 

Eastern suppliers continued to study “all aspects” of 
summer-fill distillate question, with some saying they were 
about ready to offer storage incentives to their reseller 
customers. 

At the Gulf and in the Midwest, distillate trading was at 
virtual standstill. 

The threat of coal and natural gas for utility dollars to 
supplant bunker fuel in the East continued to grow more 
severe. Eastern suppliers said bunker oil is losing the sales 
battle, since average East Coast buyer is now paying 30¢ 
per 1,000,000 Btu for bituminous coal, and 25¢ for nat- 
ural gas. 

In terms of Bunker “C” fuel delivered premises, these 
figures of 30¢ and 25¢ per 1,000,000 Btu come to “parity” 
of roughly $1.89 bbl. of Bunker “C” for coal, and $1.58 
for natural gas (one bbl. of Bunker “C” fuel has about 
6,300,000 Btu). At New York. Philadelphia and Baltimore, 
heavy fuel prices, FOB terminals in barges, range from 
$2.20 to $2.25 per bbl. 

Residual fuel at the Gulf Coast, meantime, remained 
steady. A few refiners, however, in the Mid-continent con- 
tinued to lower their prices. 

Standard Oil Co. (Indiana) lowered its heavy fuel (Nos. 
5 and 6) tank wagon prices 0.5¢, effective May 18, for de- 
liveries in Chicago metropolitan area. Prices posted at rep- 
resentative bulk plants were: 

Stanolex Fuel A Stanolex Fuel C 


1-749 gals. 9.15¢ 8.0¢ 
750 gals. & over 8.4 7.25 
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In New York, three companies submitted bids to supply 
New York City Transit Authority's 59th Street power plant 
in Manhattan with 200,000 bbis. of No. 6 fuel by barge 
during period July 1, 1954, through June 30, 1955. 

Metropolitan Petroleum bid $2.2475 bbl., and New Eng- 
land Petroleum $2.248. Sterling Oil Terminal bid “15¢ per 
bbl. below the low New York Harbor barge price from 
July 1 through Sept. 30, 1954, but not to exceed $2.20 per 
bbl. during that period; 13¢ per bbl. below low New York 
Harbor barge price from Oct. 1, through Dec. 31, 1954; 9¢ 
bbl. below New York Harbor barge price from Jan. 1, 1955 
through June 30, 1955. All of the low New York Harbor 
barge prices referred to shall be those published in the New 
York Journal of Commerce.” 

Last year, bids for this business ranged from $2.10 to 
$2.18 per bbl. 

Prices ranging upward from 9.95¢ gal, for No. 2 fuel, 
8.07¢ for No. 4 fuel and 5.536¢ gal. for No. 6 fuel for tank 
wagon delivery during 12 months beginning July | were 
submitted to New York City’s Department of Purchase on 
May 20. 

Most sellers continued to place marketing efforts on gaso- 
line, but for the most part, buyers were interested only in 
top octanes. 

There was considerable talk of “discounts.” Some traders 
said 83 oct. regular could be “discounted” by 0.5¢ at the 
Gulf Coast, with smaller “discounts” available “all the way 
to 95 oct. premium.” 

Midwestern and Mid-continent refiners generally found 
their shipments to regular-customers running about nor- 
mal, but high stocks in these areas, too, caused weak price 
conditions. Material could be bought at 0.375¢ to 0.5¢ 
“under published prices,” plus: transportation, at most 
northern pipe line terminals. 

In foreign markets, Creole Petroleum Corp. reported that 
it would make available, effective June 15, bunkering serv 
ices at Port of Guiria, Venz., with prices to be $2.04 bbl. 
for bunker “C” fuel and $3.39 for Marine Diesel, with con- 
tract maximum prices for these oils 25¢ higher during 1954. 

International Petroleum Co., Ltd., meantime, reported 
reducing its prices 11¢ for Marine diesel medium oil at 
Callao, Peru, and 10¢ at Talara, effective May 15. The 
company’s new prices were $4.96 at Callao, $4.14 at Talara. 

Esso Standard Oil (Uruguay) reported the reduction of 
10¢ bbl. to $4.45 in its ex terminal price for marine diesel 
oil at Montevideo, effective May 16. 

Retail gasoline price wars became more intense in two 
areas, and a new one broke out in a third. Details follow, 
ex state and Federal taxes, which are shown in parentheses: 

Philadelphia (7¢)—War broke out with station postings 
down 4¢ to 5¢ in northeast section of city. Cutting started 
in Philadelphia when multi-pump station handling major 
brand dropped to 16.9¢, and about 40 other stations in 
vicinity of Tacony-Palmyra bridge also dropped to that 
price from “normal” 20.9 and 21.9¢. Across the Delaware 
River in New Jersey, some stations were selling regular- 
grade at 14.9¢ and 16.9¢ (ex 5¢ taxes). 

There had been no break in generally posted 15.4¢ price 
for Philadelphia tank wagon deliveries for regular-grade at 
end of week, although there was “dealer talk” of some sta- 
tions getting “rent allowances,” and also that operators 
handling one major brand were operating on “protected” 
4¢ margin. 

Champaign, Ill. (7¢)—Retail price cutting in nearby De- 
catur spread to Champaign Urbana-Rantoul, with prices 
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for major brands of regular-grade down 4¢ gal., to 17.9¢ 
in the tri-city area. Dealer tank wagon postings were un- 
changed at 17.1¢, with dealers in most instances said to be 
getting 3.7¢ margin guarantee. 

Roanoke, Va. (8¢)—“Discounts” of 6¢ per gal. off posted 
pump prices, and the giving of merchandise stamps by some 
stations, made Roanoke’s “off and on” price situation most 
severe. 

“Normal” 23.9¢ retail price for regular-grade remained 
on pumps, but it was estimated that 85¢ of Roanoke’s sta- 
tions were giving “discounts.” Signs reading “Save 5¢” or 
“Save 6¢” were up at many of these stations. Suppliers re- 
portedly were giving “voluntary allowances” amounting to 
“about 3¢ off normal 16.9¢” dealer tank wagon postings or 
were guaranteeing margins of “about 4¢.” 

The sore spot where discounts were highest was William- 
son Road, main artery into Roanoke from the North, but 
price cutting had spread all over city. One source blamed 
‘too many stations” for the war. 


Gulf Coast 


High Octane ‘Gas’ Position Improves 


Improvement in the price position for top-grade premium 
gasoline developed at the Gulf the past week. Otherwise, 
the cargo market was colorless, with negotiations in progress 
on most products, but very few sales to show for them. 

Sale of a cargo of 95 oct. premium gasoline was reported 
“at or near 12¢ per gal.,” and some refiners said that much 
of the recent surplus of this product had “evaporated.” 
Other gasoline transactions included the sale of a cargo of 
90 oct. premium to an eastern marketer, a cargo of mixed 
regular-grade and premium, and a cargo of what was prob- 
ably low octane regular-grade for the West Coast. 

The general gasoline market at the Gulf, then, looked as 
if it were almost, but not yet, “over the hump.” It was true 
that top-quality material was tightening up, particularly for 
late May and early June lifting. On the other hand, coastal 
refiners held gasoline inventories roughly 10% greater than 
those of a year ago. Should the cool rainy weather the 
country has been experiencing in May be reflected in lower 
retail sales, surplus gasoline could be a factor in the cargo 
trade for some time to come. 

There were no new developments in heating oils and 
heavy fuel oils. Distillates stocks are substantially lower 
than those held by refiners a year ago. There were no 
orders in the market, however, and “discounts” were a 
possibility on spot loadings. It was said that No. 2 fuel for 
prompt lifting “probably” could be found at prices down 
to 7.75¢, but this was not confirmed. Refiners were asking 
8¢ low for No. 2. 


Atlantic Coast 


‘Price Protection’ Plans Spread 


Most East Coast suppliers said last week that “for com- 
petitive reasons” they “probably” would have to offer price 
protection on heating oils to their reseller distillate trade. 
This is in line with trend started by Gulf Oil and Esso 
Standard (see May 19 NPN, P. 63), and indications were 
that terminal operators who didn’t offer summer price 
protection would have a hard time of it selling kerosine 
and No. 2 fuel. 

There were virtually no price developments at the re- 
finery and terminal levels of supply. Everything was 
discussion of summer-fills on distillates; and this tended 
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also to restrict trading activity, for resellers generally 
were negotiating with their suppliers on monthly quotas 
for No. 2, lines of credit, and the like. 

Price-protected resellers who fill their storage early 
apparently will have every reason not to offer spot No. 2 
fuel, except to their normal transport and retail customers. 
Current margins are “small” for terminal operators who 
buy in cargo lots to offer spot barges to all comers in big 
volume. Also, price-protected resellers will suffer no loss 
if prices fall while they hold inventories between now and 
Sept. 30. 

It was evident that price-protection and deferred billing 
are going to be paramount consideration in eastern trading 
this summer. With many cargo buyers of No. 2 fuel 
eligible for “protection” and deferred billing until Oct. 1, 
some marketers said that they eventually could have almost 
10% of their total yearly sales of distillates (from May 17 
to Oct.1) “out on loan.” 

Other principal products—gasoline and heavy fuel oils 
—came in for virtually no trading activity. There was con- 
tinued easiness in No. 6 fuel prices in the Philadelphia 
district, where coal is undercutting bunker oil prices. Some 
marketers in that district are considering reducing their 
trucking rates in order to lower laid-in costs of No. 6 
for industrial consumers. 


Chicago District 


Gasoline in Three-Way Scrap 

Gasoline was in a three-way scrap last week in Chicago 
District, with some suppliers ducking a touchy price prob- 
lem by stressing octane rating and high-jump (from Motor 
Method to Research Method) characteristics as an “out” to 
“meeting competition—regardless.” 

Local refiners’ concern over gasoline came when prices 
at river terminals tended more and more to be “shaded” 
by 0.125¢ off general quotations that ranged from 11.875 
to 13.35¢ for regular-grade. While the “new fighting price” 
of 11.75¢, FOB Chicago District, was “unofficial,” it was 
said by some to be the figure sellers had to meet to obtain 
private brand and unbranded business. 

The commercial consumer market was a “scramble for 
volume” and the previous low for regular gasoline of 12.9¢, 
delivered, gave way to price of 12.5¢. 

Chicago also was hit by general softness in Great Lakes 
Pipe Line “territory” due to product going on demurrage 
on June 1. “Pipe line” regular gasoline was offered at 12¢ 
(FOB Franklin Park), an indicated discount of 0.5¢. 

Light fuels were easy and subject to “0.25¢ discount” 
in a week of quiet trading. Heavy fuels were firm in the 
wholesale market, but subject to “shading” to large con- 
sumers where large gallonage was involved. 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Heading For Trouble 


Because of substantial quantities of gasoline going on 
demurrage June 1 at Great Lakes Pipe Line terminals, 
Midwest sources said product was headed for trouble until 
this storage was worked off. In some cases, “pipe line” 
gasoline clashed with “river” gasoline, with river product 
winning out on a price basis, particularly at Chicago. 

The collision of “river” and pipe line gasolines mainly 
was felt on commercial and unbranded sales. Large refiners 
said that branded gallonage was in a normal seasonal rise, 
adding, however, that an occasional query about low prices 
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Summary of Gasoline Prices (May 18 


through May 24) 





Monday 
May 24 
12.625 .14.55 
13 .25-13.8 
18 .6-18 .75 


Moter Gasoline 95 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.) 
W. Tex. (Texas & New Mex. shpt.) 
E. Tex. ick Tnsp.) 


Motor Gasoline 92 Oct. 
kla., Group 3 


kla., G roup 2 
D nm (Group 3 basis) 
N,. Tex. (Texas & New Mex. shpt.) 
W. Tex. (Texas & New Mex. shpt.) 


(4)12 .25-18 .875 
11.75-138 
11.76-18 
12.625-14.2 
13(2)x 
13 


18 








otor Gasoline Sat. Da 

kla.. Group 3 ‘Onis, eh 
™ Group 8 (Northern 
G 8 basis) 





exas & New Mex. shot.) 11. 6 
Mf Wes CHIE Bs ccccceccccenesscccsva @yi-i1. 125 
Motor Gasoline 92 Oct. (Premium): 
New York harbor 


ptor Gasoline 86 Oct. (Regular): 
New York harbor 





5 
Baltim — 12. .15-12.8 


Western Feana.. Bradford-Warren: 
92 Oct. (Prem 16. 15-16,4 
13 .9(2) 
Western Penna., Oil City: 
92 Oct. (Prem.).... 16. 36-15 28 
12. 76-24 


16.5 
13.75 


Friday 
May 21 


12 .625-14.55 
13 .25-13.8 
18 .6-18.75 


(4 ns 2-3. 875 
it tei 
12.625-14.2 

(2)18-18 .25 
18 
13 


on} - 26-11 see) 
75-11 .875(2) 
10 “15-11 .875 


10 25-10 .625(8) 
10 25-10 .625 
10 .25-10 .625 

(2)10.76-11 .8 
11. 6 

(2)11-11 125 
16.3 
15.4 

(2)16 .4-16.6 
15 .4-16.1 
18 .45-14.8 
12-14.2 

(8)18 .9-14.6 
13 .8(2) 
12.7-14.1 
12 .75-12.8 


15 ,15-16.4 
13.9(2) 


14.75-15 .25 
18 .75-14 


15.5 
18.76 


Thursday 
May 20 
12.625-14.55 
13.25-13.8 
18 .6-18 .75 
(4)12 .25-18 .875 
11.75-18 


115-12 25 
10 os al 
10 .25-10 
10 25-10. “638 
on. a: ; 
1.25-11 
@il- 11. 126° 
16.8 
16.4 
@)16 .4-16.6 
15 .4-16.1 
18 45-14 .8 


12. 
12.75-12.8 


15 .15-16.4 
13.9(2) 


14. 75-15 .26 
18 .75-14, 


15.6 
13.76 


Wednesday 
May 19 

12.625-14.55 

18.25-13.8 

18 5-18.75 
\4)12 .25-18 .875 

11.75-18 

11.75-18 

12.625-14.2 
(2)18-18 .26 

13 

138 


(6)11. 3. me §} 
10.7 _ 


11.5-12.25 


10 .25-10 .625(8) 
10 .25-10 .625 
10 .25-10 .625 

(2)10 .75-11.8 
11.26-11.5 

(2)11-11 .126 
16.8 


15.4 
(2)16. tis. 6 
15 .4-16.1 


18 .45-14.8 

12-14. 
(8)18 .9-14.6 

18 .8(2) 


12.7-14.1 
12.75-12.8 


15 . 16-16 ,4x 
13.9(2)x 


14.75-15 .25 
18. 75-14 .15 


15.5 
18.75 


Taesday 
May 18 
12 .625-14.55 
13.25-13.8 
18 6-18.75 


(4)12 .25-18 .876 
11.75-18 


(6)11. oi. 875 ( 44 
10 .76-11 .875(2 
10.75-11. 876 
11.6-12.7 
11.6-12.26 
11.5-12.25 


10 25-10 .62¢ (8) 
10 .25-10 .625 


10 25-10 .625 
(2)10 .75-11.8 
11.25-11.5 
(2)11-11 .125 
16.8 
15.4 
(2)16 .4-16 .6 
15 .4-16.1 
18.45-14.8 


12.75-12.8 


15 . 15-16 .66 
13.9-14.15 


14.75-15.25 
18 .75-14.16 


15.5 
13.76 





was coming in from flag accounts. 

“Discounts” on “demurrage” gasoline amounted to 
0.375¢ to 0.5¢ off delivered costs, with the higher figure 
becoming more prevalent with passing time. Even though 
gasoline was not in long supply at Franklin Park pipe line 
terminal (Chicago), general weakness in “pipe line territory” 
resulted in the quotation of 12¢, FOB Franklin Park, for 
regular, which is an indicated discount of 0.5¢ off delivered 
cost. At the same time, regular gasoline dipped at Chicago’s 
river terminals to “shaded” price of 11.7¢, in some in- 
stances. Refiners said prices at other river terminals adjacent 
to GLPL terminals were “equally competitive.” 

Interest in light fuels waned, but shippers in GLPL 
continued to scratch for product to meet a dragged-out 
late-season demand, particularly at northern terminal points. 

A “new low” spot price for No. 6 fuel was disclosed when 
a buyer took 25,000 bbls. of No. 6 high-sulfur fuel at $0.75, 
Group 3 basis, “up and down with the Journal,” for ship- 
ment over the summer and resale. Suppliers’ quotations for 
No. 6 ranged from $1.05 to $1.20, Group 3, down 5¢ on 
the high, when one refiner cut his price 10¢. 


Mid-Continent 
Products Demand Is Slack 


Trading in the open market remained slow in the Mid- 
Continent the past week; although most refiners said their 
regular-customer gasoline shipments continued to improve. 
There was little demand, either from regular customers or 
spot buyers, for distillates, lubricating oils or residual fuel. 

As for gasoline prices, most refiners continued to report 
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their quotations unchanged. One in Kansas, however, in- 
creased his prices 0.25¢, and as result, premium-grade 
material in that area ranged upward from 12.25¢. Despite 
this increase, the same refiner said prices were weak in 
northern areas, with regular-grade material moving at 9.5¢ 
to 10¢ in Nebraska “to any type of buyer.” Other mar- 
keters said gasoline could be bought at most northern pipe 
line terminals at 0.375¢ to 0.5¢ “under published prices,” 
plus transportation. 

Residual fuel prices ranged 5¢ lower in North Texas, and 
5.5¢ lower in Kansas, following reductions reported by two 
refiners. An East Texas refiner also cut his price 10¢, to 
$1.60. Tank car marketers, meantime, said they were buy- 
ing No. 6 at $0.90, Group 3, for resale. 

In Kansas, despite the residual price cut, most refiners 
said market was in good shape, partly because of a 175,000- 
bbl. inquiry from a large utility, which was seeking material 
for delivery over summer months. Refiners said an order of 
that amount should take up slack during summer season, 
leaving the residual supply/demand picture in good balance 
for fall and winter. 

Distillates were slow. Most traders said season was over, 
and the only trading activity centered around summer-fil 
orders. Lubricating oils also were inactive. 


Central Michigan 
Light Fuel Prices Down 0.15-0.25¢ 


Prices for three grades of light fuel ranged 0.15 to 0.25¢ 
lower in Central Michigan in the third week of May when 
one refiner cut his prices in what he called a “soft market.” 
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NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
May 24 . 16.12 12.36 
Month Ago ; 16.03 12.38 
Year Ago ; 15.38 11.80 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N.Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











Heavy fuels, meanwhile, recovered an earlier drop of 
0.25¢ when one refiner withdrew his quotations after hav- 
ing made a bulk sale in the open market. Even though 
heavy fuel prices ranged higher, however, the effort to spur 
off-season movement of these grades has resulted in special 
summer contract prices of 6.75¢ for No. 6 to certain indus- 
trial users. 

Refiners’ quotations for No. 5 fuel ranged from 7.25 to 
8.25¢, No. 6 fuel from 7 to 7.5¢, FOB Central Michigan. 
The cut in distillates lowered the range low for the following 
products: range oil, 12.3 to 12.8¢, down 0.25¢; 46-49 
kerosine, 12.65 to 13.1¢, down 0.15¢; and No. 2 fuel, 11.3 
to 11.8¢, down 0.2¢. 

Although the refiner making the 0.25¢ cut in his distil- 
lates said he found the market soft, other suppliers said 
cool weather kept inventories relatively low and prices 
actually were steady for late May. 

Gasoline mostly was steady, but prices to large com- 
mercial users were subject to 0.5¢ “discounting” in many 
instances. The larger the account, the more susceptible it 
was to special price consideration, refiners said. 


Western Penna. 


Trading Continues Light 


With the exception of some fuel oil price reductions 
reported early in the week, products prices for the most 
part were unchanged recently in Western Penna. Most 
refiners said they did not expect crude price cut to affect 
products prices. Open market inquiry was light. 

Lubricating oil shipments to regular jobber accounts were 
reported picking up but still were not up to normal. No 
open market inquiries for base lubricating oil stocks were 
disclosed. “Buyers are waiting to see what effect the crude 
price cut will have,” one refiner commented. 

In discussing the Penna.-Grade crude oil price reduction 
several refiners pointed to “out of balance position” of 
products prices in the past several months. Products prices 
“already are so low,” one refiner said, and another “It will 
just mean that the refiner will be closer to breaking even.” 

Gasoline was reported moving out well, and fuel oils 
“in balance.” Petrolatum market was described as stronger 
now than in well over a year. 


Rise In Imports Cost Seen Possible 


Talks in progress between oil companies and foreign 
governments may result in substantially higher crude oil 
costs for importing companies both in this country and 
abroad. 

Subjects now being discussed are: 

1. So-called “off-take” prices for owners of Middle East 
crude oil. 

2. Royalties on Syrian and Lebanese portions of pipe 
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lines from Middle East to eastern end of Mediterranean. 

3. Onassis shipping pact with Saudi Arabia. 

To importing companies, the stakes are big. Outcome of 
these talks could mean an increase of about two shillings, 
three pence per bbl. (about 32¢) to many European 
sterling buyers of Middle East crude oil. To some com- 
panies in U.S. and Canada, boost might be 39¢. 

Discussions are being carried on at scattered points— 
New York, London, Tripoli, Dhahran and Baghdad. 

In Baghdad, a move is on to boost so-called “off-take” 
price or the “discount” price at which concessionaires of 
Iraq Petroleum Co. lift oil, by 17 shillings, six pence 
per ton. Expressed in $-per bbl., the owner's discount 
figures about 32¢, or a net price of $1.60 bbl., compared 
with spot posted price for non-owner buyers of $1.92. 
“Discount” is figure originally agreed upon by government 
to compensate company for cost of producing. 

Iraq government wants its 50%-of-profits share of Iraq 
Petroleum sales computed on $1.92, full posted price for 
crude, instead of so-called “off-take.” This would give 
government approximately 15¢ bbl. increase in royalties. 

Other countries want higher royalties, too. In Tripoli, 
Lebanon and Syria are trying to agree to unified policy 
which would give them 50% of pipe line income on lines 
crossing their countries. This would include lines owned 
by Iraq Petroleum and Arabian-American Oil Co. Pos- 
sible detour of line to Haifa, Israel, to some other point 
on eastern Mediterranean also may be a point of discussion. 

And in London, objection has been raised in House 
of Commons concerning shipping pact between Saudi 
Arabia and Aristotle Onassis. It is widely thought that 
this agreement will eventually rule out shipping of many 
countries from Arabian market. 

For better or worse, all three subjects seem intertwined, 
and Saudi Arabian monarch appears to be in best bar- 
gaining position. Like Iraq government, he also has urged 
that “off-take” price of partner companies of Aramco be 
raised to $1.97. Some opinion is that King of Arabia can 
use his Onassis contract as a wedge to get his royalty basis 
raised by 54¢. At current production rate in Saudi Arabia, 
50-50 split of increase would mean roughly an extra $200,- 
000 per day to Saudi Arabia. 

In New York, Onassis has termed his shipping pact 
with Saudi Arabian government “not discriminatory.” 
This opinion, however, is not shared by British and 
American production interests in Middle East. 

So, all of these subjects domino-like, appear to in- 
terrelate. If Iraq government gets higher basis for profit 
split, Saudi Arabia will demand same basis. And if royalty 
payments are raised on crude oil, similar demands on 
pipe line payments will become more insistent. All of 
these questions could revolve on the Onassis shipping ar- 
rangement. 

If owner-lifted crude oil costs go up in Middle East, 
they will affect importers in many countries. On U.S. 
East Coast, for example, increase in cost of Arabian oil to 
owner companies would be roughly from $2.27 bbl. to 
$2.81, exclusive of duty. 

On West Coast, at current freight rates, it would be 
difference between $2.28 and $2.72 bbl. 





Crude Oil Prices 


South Penn reduces Penna. grade crudes 50¢ 
bbl. (see P. 46). No other changes reported in 
crude oil prices in week ended May 22. For com- 
plete price schedules, see P. 56-57 of this issue. 
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OKLA., Group 3 (Okla. shpt.) Ge GL secdasonseséce (2)12 .6-15 .6(2) 4 gall te $1.70 
92 Oct. Prem............. (4)12. 25-18 .875 No. 6 fuel.........-++++- $1.55 
4 oe. rp ae iia dialect Ont eres orca} San Francisco Dist.: 
et. OW... sees . : 90 Ob. Poe. és icscccces 17. 85-18 .6 
PGMs TUE iret veces 15 .85-16.1 WESTERN PENNA. 
Okla., Group 3 (Northern shpt.) ens ene ; 11-11.25 
nr 11.75-18 San Joaquin Valley Dist.: pp ee TE aetelatteat 10.75(2)x 
84 Oct. Reg..........0000 1075-11 .875(2) see 17.85-18.6 Mev OA ciigcevccsess. (3)10.5-10.75 
60 Oct. M & below........ 10.26-10 .625 tai eee 15 .85-16.1 86-40 gravity fuel........ x10. 25-10.85 
Oil City: 
Midwestern (Group 3 basis)’ ONE CS ee ; 11.25-11.5(2 
92 Oat. Prom... ...0..-..; 11.75-18 60 cetane Diesel..... ... 10.5 
DE Gs ie vcccsccccccos 10. 75-11 .375 Si are oe 10.5-11 
60 Oct. M & below...... ee 10.25-10 625 SS SNe . 10.15-10.75(2) 
86-40 gravity fuel... 10.15 
N. TEX. I . . 
CamG Merete) | Kerosine, Gas & Fuel Oils Pittsburgh: 
96 Oct. Prom............. 12.625-14.55 Kerosine...... Seo (2)11.15-12 
Se, . cacscscnsa 12 .625-14 .2 50 cetane Diesel. .... : 10.55(2) 
84 Oct. Reg............... _ 11.5-12.7 ML oc cnenn 4 11.15-11.85 
60 Oct. M & below eoececes (2)10.75-11.8 OKLA., Group 3 (Okla. shpt.) No. 2 fuel ges Noi (3)10 15-11.1 
42-44 w.w.. ea ..  9.125-9.75 86-40 gravity fuel.... . . 10.15-11 
Range oil......... o% 9.125-9 .876 
W. TEX. (Texas & New Mex. shpt.) 58 & above D.I. Di .. (2)8.875-9.75 
$6 Oct Prem ae iw acidosis 13.25-13.8 = SL . go CENTRAL MICHIGAN 
et Ope 13(2 o. 2 fuel...... on -25-9. 
$4 Oct. Reg ‘OS elle Pale a es 11 5.12.25 We. 6 Fab... ccccccsocccce $1.05-1.80 = — Michigan weer 12.8 
.Mébeov....._. 3 EEG Rikes a ane awe. ‘ 
= Saeee. he at .S5-21.6 46-49 w.w. kero.......... = ty 1 
P. W. distillate... ... 2... 12.3-12 8 
" OKLA., Group 3 (Northern shpt.) . 
E. TEX. (Truck transport lots) A244 WW. cece eeeceees (5)9. 125-9 .5(3) Ue Po os ae ets S25-10. 
Perera e 13 .5-18.76 ee ee 8.875-9 .25 es eeetequngeenees fo eT 
Oe GP Us cc ccccccces 13 58 & above D.I. Diesel. ... .625-9 .5 ee x7-7.5(4 
84 Oct. MibleGdnevodughs 11.5-12.25 = |” Bal eee (5)8 .875-9 .25(2) 
60 Oct. M & below........ (2)11-11.1265 8 eee (6)8 .25-8 .625 
No. 6 fuel...........+++4- $1.05-1.30x OH1O—Quotations of S.0, Ohio for delivery to 
7 Ohio points: 
CENT. W. TEX. (Truck transport lots) ns 6d caved scewnets 12.5 
1 > aaa 18.6 OS ee er 12.8 
92 Oct. Prem............. 18 MIDWESTERN (Group 3 basis) OS | rae hea 11.3 
84 Oct. Reg Peececcses ead 12 a (4)9 . 125-9 .875 Diesel (Light & Med.)..... 12.3 
° & chore D.I. Diesel. ... +o feel w 
Ark. (For shipment to Ark. & La.) No. 2 fuel... ... 2222225111 (6)8:25-8.875 CALIFORNIA ~ 
SS I oo se ce 12.25 ee hos 4accenee decks $1.05-1.15(2)x San Joaquin Valley Dist.: S 
OO Ges BE ivevecbsccccce 11.26 GOED Wire co ccc ccsccces: 14.4-14.8 
Heavy fuel (PS 400)....... $2.05-2.15 
th hae 
KANSAS (For Kansas destinations only) N. TEX. (Texas & New Mex. shpt.) ese! fuel (FS 2UU).....-- -2-1e. 
92 Oct. Prem...... » eee M(5)12.25-12. 625x 42-44 w.w...........-..4- 9.2-10 ee SS e.<-s- eo 
|  § Se aeeges 11-11. 625x 58 & above D.I. Diesel.... (2)9-9.75 
60 Oct. M & below.. .... x10. 38-11 .25 No. 6 fuel............ -. ¥$1.25-1.75 San Francisco Dist.: 
PE Tre 14.3-14.8 
WESTE Heavy fuel (PS 400)..... $2 .05-2.15 
ERN PENNA. W. TEX. (Texas & New Mex. shpt.) Lint tant CS ar a Og a . 
Bradford-Warren: Diesel fuel (PS 200)....... 2-13.5 
E ey, Eee 9 .25-10.75 Stove dist. (PS 100)...... 13.7-14.8 
92 Oct. Prem...... ieee 15.15-16.4x re 9.25-10.25 
86 Oct. Reg....... 13 .9(2)x hese 5 tucdieo ce (2)9 .25-9.5 
eG . SN ee $1.65-1.90 Los Angeles Dist.: 
eee (2)13.8-14.3 
oe Heavy fuel (PS 400)... $1.80-2.10 
ct. Prem... .. we 14. 75-16 . 25 E. TEX. k rt lots) Light fuel (PS 300)...... $2.25-2.30(3 
86 Oct. Reg............... «18-76-14 np hapgyrmaepaape Pe Diesel fuel (PS200)...... 10. 25-18.2 
58 & above D.l. Diesel.... 8. 75-9.75 Stove dist. (PS 100)..... we. 
Wee GB oii cccvcsecese $1. 30-1. 60(2)x 
Pittsburgh: . 
ea te oe CENT. W. TEX. (Truck transport lots) 
‘ CORN is hth don 0 0 00 9.6 aso 
58 & above D.I. Diesel... . 9.25 Natural G line 
SO eer 8.5 
Ohio—Quotations of S.0. Ohio for delivery to SO ee $1.65 (Group 3 & Breckenridge prices are to blender 
Ohio points: on freight basis shown below. Shipments may 
86 Oct.’Reg...... , : 14.3 originate in any Mid-Continent manufacturing 
KANSAS (For Kansas destinations only district.) 
4 ee (3)9 .375-10.5 
CENTRAL 52 & below D.I. Diesel....  9.125-9.875 FOB GROUP 3 
AL MICHIGAN 58 & above D.I. Diesel. ... (2)9.125-9.875 Grade 26-70.............. 4.5 (Quotations) 
(FOB Central Michigan refineries) od | — ee als ore 
OS eae (4)14.5-14.76 (2) No. 5 fuel... i. FOR BRECKENRIDGE 
CO Gs BB esccccvcsndes (4)18 .6-18.75 | ear eee $1.20-1.40(2) Grade 96-70............. aie (Quotations ) 
Prices herewith are reproduce) from Platt’s OJLGRAM Daily Oil distributi icati i i y 
: . / , ; y istribution or publication. Durin iods of short supply, some sellers 
Price Service, associated with National Petroleum News, whose and at times all sellers, withhold vesnetions to new p> 2 nc or the 


fesentatives in all NPN-OILGRAM offices devote their time exclusively 


7 ti e / 
to sting of inductey pelete ov — posting of firm prices but give O/LGRAM the prices they otherwise 


P is , , L would quote to the trade in general and which they confine to theis 
ae shown in tables are sales prices or quotations or general offers regular customers only, and such prices a in the price tables. 
er post prices by refiners, by pipeline terminal operators, and by Gasoline ratings are by ASTM Research ethod and are minimum 
pe operators; for current sales and shipments; for the busi- ratings, except where letter M is used to indicate that octane rating is 
belt or period stated; except Tank Wagon prices, prices are for by ASTM Motor Method. For further details of price conditions spel 
be. ts such as tank car, truck eee, barge; prices applying to to any NPN-OILGRAM office or see back of any OILGRAM Price 
rges or cargoes or truck transport lots y, so designated; FOB re- Service invoice. 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
| yr ; wax and petrolatums in conte per pound, ex all fees and taxes; For complete price service delivered daily from nearest OILGRAM 
lor crude oil and its products lawfu 4 produced and transported; re- publishing office, New York, Chicago ond Houston, address Platt’s 
ported as received by OILGRAM and National Petroleum News but not OILGRAM Price Service, 330 W. 42nd St., New York 36, N. Y. Annual 
@uaranteed; fcr subscribers’ private use only and not for resale or Subscription rate in U. S.: $150 per year, payable in advance. 
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Naphthas & Solvents Bright Stock—Conventiona! Neutral Oile— Vis. at 100°, 95 v.i.; 0-10 p.t 


200 vis. D: 100 vis. (2)14.5-15(3) 
(FOB Group 3) 10-25 p. p.. 20 200 vis. (2)15-15.75(8) 
Stoddard solvent........ 12.875(8) 150-160 vis. D: 300 vis (2)15.5-16.25(8 
Cleaners naphtha....... ‘ 12.875(2) 0-10 p.p. , 18-19 nage : — 
V.M.&P. naphtha....... 12.875 (4) 10-25 p.p....... 17 6 600 vis. (4)17-17.5 
Mineral spirits......... 11.875(4) 120 vis. D: 
Rubber ecivent ic Ms Bp oe 12.875(3) 0-10 p.p 17 

equer diluent........... (2)18.126-18.875 . . — 
Benzol diluent........ .. (2)14, 125-14. 625 re an SOUTH TEXAS LUBES 
—_ eigen Sheek Cetvant (Vis. at 100° F. FOB S. Tex. refineries for do- 
WESTERN PENNA. 150-160 vis. 0-10 p.p., mestic and /or export shipment. ) 
Oil City: Ge Vikbnccneccceocceces 20-22 
Stoddard solvent.......... 16 PALE OILS 
Neutral Oile—Solvent (95 v.i.) beg steed 4 

ge ae 170-180 vis. 3)16-16.5(3 Ne 

. bess _ (3 )16-16. ) ~9L é 1 5(6) 
Stoddard solvent.......... 16(3) 200-210 — (3)16.25-16.75(3) +4 1% 2 +4 - “ 

atetensts (3)16.75-17.25 (2) " raiment pelele ; 
o> Gaia of 8.0. Ohio for delivery Ohio ; ase Hf 3% : + $44 
octets 750 3-4. 15(6) 
V.M.&P. naphtha 18.0 Cylinder Stocks 1200 8-4 15.516 
oo ad stoddard 17.0 600 a.r., olive green ; 15.5 2000 4 16(6) 
Rubber solvent........ 15.875 
GULF COAST—Solvent Refined Lubes RED OILS: 


&. TEXAS (Truck Trnspt. lots) Vis. Color 


Stoddard solvent.......... 12.25 - aaa grade crude Prices FOB ship 100 6-6... 12. 25(5 
: 200 6-6.... 13.7516 
CENT. W. TEX. (Truck Trnspt. lots pon 2 “ os =e 
—Vi 210° ws 75(6 
Stoddard solvent.......... 11.5 Bright Stock— Vis. at 210 750 6-6. 156) 
e 160-160 vis., 0-10 pour test, 1200 5-6. 15.516 
KANSAS (For Kans... Dest'n. only 95 vi.. 18 7H-2) 26 2000 5-6 1616 
Stoddard solvent.... 12.6 


ATLANTIC COAST 













V.M.&P. Mineral 
Naphtha Spirits 
end Bhai Harbor. 18(4) 17(5) 
adelphia...... 17.5(4) 16 .5(5) bsg new, > . 2 
Baltimore wor 16 (3) , tnstall on all fuel oil tanks, old a ¥ gt iin sain soil 
| 18 .5(4) 17 .5(6) pra win c 
Providence. . : 17.5(5) aes < — 


See your regular Supply House. (JUST. FILL ‘TIL THE. WHISTLE S 
[WodeltEToratd] [C foro] ‘ty SCULLY SIGNAL COMPANY jicio%s nine. | Model LA for new 
| customer tanks 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario tank installations 





Petrolatums 


WESTERN PENNA. 


(Bbis., carloads; tank car. 1 to 1.5¢ less) 
Snow white..... 
Soft white 
iy white. 











7 
6 
6 


ron 


Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Boston 


Soft yellow.. 
Light amber. . 
Amber....... 


porn 











Lubricating Oils 





WESTERN PENNA. 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 


Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 

Vis. (180 at 100°) 420-425 fi. 

Sie rciescéawincesss 22.5 

soe p.t. - 


BUT UNITED, OFFERS 
Py eesssseeerseesssenes 18.6 THE JOBBER AND MARKETER SO MUCH? 
~~ 100% Pure Pennsylvania Lubricating Oils re- 


Bright Stocks 
oo _ vis. at 210°, No. 8 co’. 


fined by UNITED’s modern equipment 


MP Mines 60590 55000 006008 18.5 
1s pt ETA ES a cd 17.5 > spie< <eche > 5¢ - -cic “0 
— ae =<  e deliveries on schedule technical assistance 
Cylinder Stocks olave mee lures a sympathetic understanding 
600 - filterable .......... (2)11-18 ; , 
650er....... ixeatnns (2)12-14 of the Jobber’s and Marketer's problems 
600 fissh.. os (2)18 5-15 
CTR ses ececerecsses = TO and consistently fair prices. UNITED sets 
MIDCONTINENT LUBES ‘si _.. 
FOB Tulsa basis, for domestic shipment ai its policies to build ¥ OUR business 
Bright Stocks, vis. at 210° Neutrals, vis. at 1 : 
0-10 p. p Write, Wire or Phone for Information 


Neutral Oils—Conventional 


Pale Oils Col. 





vis OR ye 11.75 
86-110 vis a. 12 
150 vis. afte 12.75 
180 vis. Ts aa 18 
: vis. Se ans 13.26 | 
50 vis. a 18. = Y. WA , PA. 
220 vie. ie oceeeene 13:75 UNITED REFINING COMPAN RREN, P 
800 vis. Bicuctauee 14 
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PRICES in effect May 24 at Refineries and Terminals—Cont. 


LPG Prices Atlantic & Gulf Coasts 
























































(Of refiners, FOB refineries, in cents per gal. Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators 
tank cars or transport trucks) FOB their tormina.” Ships’ bunkers prices are aw of lighterage. 
Commercial Industrial 92 Oct. 86 Oct. Oct. 
District Propane Propane Prem. Reg. * . Kerosine 
N. Y. Harbor. 8 8 District Gasoline Gasoline Gasoline No.1 Fuel (*) No. 2 Fuel (* 
no ware? 7.75(8) 7.75(8) N. Y. Harbor 16.8 18.46-14.3 a¥ee 2 2(1 
Gulf Coast....... 8-83.5 8-8.5 do barges... . 15.4 12-14.2 eae -96(1 8.95(19) 
eh, 7 7 Albany.... é 16 .7-17.1(8) 14.6(6) 040s 10.4(10) 9.4(11) 
Baltimore 15.4-16.1 12.7-14.1 12.5 a 9.36(11) 
IRS von Sk wkinkh 12.75-12.8 our .1(T) 9.1(4) 
cna! “Sivase > «-> s-* “dewalt 11.8 10.1 9.1 
RS | eee hanes ee kt rT Ege, eee 
Boston........ 16 .8-17(2) 13 .6-14.5(5) 18.5 10 25(16) 9 .25(16) 
Wax Charleston... .. 18 .6-15 .25(2) 12.6-13 .25 bone 10.4(6) 9.56) 
Corpus Christi. 18 .5(2) Dn. <s -¢eee  ) leseeas Pe 
WESTERN _ (TC. Houston....... 18.25-14.25  (2)12.25-12.3 10125-1026 9.125-9.26 
as PEA. CL, & Se do barges. .<. (2)18.25-18.5  @)12-12.8 925-9 8.25-8.75 
White Crude Scale: ne lle. . 4 -o-15.6 ae 53 ith 10(8) 
| ee ° Ree ~ eeedllUOUEE  ee ll 
124-126 A.m.p........... 5-5 .25(2) Mobile. ....... (2)14.6-15.4 18.1(8) 11. 14) 9.9(2) 
— a... a 46.26) ing 19°14} e108). 
ew leans... 4 12.4 A . . 
SEABOARD o ete 14.3 12.8 apaly 9 .375-9 .85 8.375-8 .85 74 
Melting points are AMP, 38° higher than Norfolk........ 18 .8-15.6 12.6-13.2 10.3(7) 9 .3(6) 
=. 4 for — lots. or bol. Pensacola...... 14.7 18 .2(2) 11.1(2) 9.9(4) 
prices are nery ; le in bags or Philadelphia.... (2)16.4-16.6 3)13 .9-14.6 10.35(10 : 85(10) 
tully refined, slabs loose. Export prices do barans. Ke — " 3.8(2) 119) P 9.1(6) 
FAS scale in bags or bblis., fully refined “in Pt. Everglades.. ayia ©-15.7 18.4(4) 11.8(5) 10(8) 
bags or cartons. ortland....... 16.8-17.1(3) 14.6(4) 10.35(9) 9.35(9) 
Providence. . 16 .7-17(8) 14.5(5) 10.25(9) 9.25(9) 
- coon” Ce a aa (2)14.6-15.7 (2)13.1-13.4(4) 11.8(7) 10(6) 
Conde Seate: %.¥.Bemestic N.¥.Gepet Giaes...... 14.2-15.6 12.9-18.8(5) 11:78) 1014) 
124-126 white.... (2)6.6 (2)6 .5-6.6(2) Wilmington, 
be eecece 18 .4-15 .85(2) 12 .4-13.85 12.07 10.4(7) 9.5(6) 
Fully Refined: 
123-5.. 7.95-8.45 _ 
125-7... 8.45(8) 8.25-8 .45(2) 
128-80. 8 .45(8) 8. 25-8 .45(2) 
180-82. ain 8.25(2) 
183-5... 8 .55(3) (2)8 .25-8 .55 
185-7.. 8 .05-8 .55(2) 8.55 
188-40. 8.55(3) 8.55 Gas House Diesel Oil (*) Light Diesel 
148-5.. (2)8 .55 8.55 (2) Gas Oils No.5 Shore Plants Ships’ Bunkers Heavy Diesel 
149-51 10.55 “800 (*) No. 4 Fuei Fuel (50 ct..55d.i.) (45 ct., 45 d.i.). Ships’ Bunkers 
N. Y. Harbor. 9.8 (10)$8.16-8.72 $2.73 9.6(8) $3 .89(4) $3 .64(4) 
do barges .... (10)8.18-8.62 i . aninee’ "te -olemee is aes 
Albany 8 3.78 ‘ 9.8(5) Se a le 
ae fuwed-o 9.45 : ee) ..= 9.75(5) 3.95(4) 3.70(2) 
Oo rges.... ees ° ° 66s ° 
Chicago District Prices Baton Rouge... 2.42 9.4 8.74(2) 3.49 
CGS 6eds > * somes 2.39 ee eae ee wee 
Prices to jobbers & distributors in tank car Orn cotere- esas - ovens 3.09(5) 9 .65(6) 8 91(3) 
and/or truck transport lots FOB refineries, Charleston..... aft 9.6(2) 3.89(2) 
pipe line terminals and inland waterway barge Houston...... ae 9(2 3. 70-8 .74(5) 3.4915 
terminals. do barges. ... Si. > uaeees 20 > > oe 
CE pews 10(6) ——. wraoas 
Motor Gasoline ea aaa | sae 10.2(2)x eer? 
2 3. eae 12.875-14.85 Oe pea ee a ae eee 4.116 
Oe Min 060.00 ceaevs 11875-1383 .35 New Haven... 3.30 " 5, aa cm 5 ‘ 
New Orleans... S| seknin 2.42 9.4(38) 8.74(3) 8.49(2) 
Light Fuel Oils do barges. ... ‘ wilt 2.39 ees pr ere 
Range of ME ee 10. 75-11 .35 rr 9.7 8.20 2.75 9.7(4) 8.93(8) 8.68(8) 
SOs fn cenvencice (2)9.75-10.35 Pensacola... ... Tere rrrre = 9 oo = 
a he 9.45 3.2313 2.99(6) 9.75(8) 8.95(4) 3.70(4) 
© barges... “ -  t#eenee eeee in Mt” ahaa ew -  » 6 epee 
Geary Past Clie ee“... caer ee 10/8) Pie ee 
No. 6, low sulfur.......... 6.8 Dedss abds/ véimine — 9.75(4) "ee 
No. 6, high sulfur......... (3)6 .8-7.05 Providence..... 9.65 ..... 8.09(3) 9.65(4) 8.91 
No. 6, low sulfur.......... (2)6-6.1 rrr ore 2.80 10(5) 4.20(6) 
No. 6, high sulfur......... (4)5.8-6 .05 Witimineion, de. gee~  “oseeen wees 10(8) aoe |. hese 
eee vr ~~ Senta 9.6(2) 3.008) 8 ~=Es_—s evbne 
Mexican Bunker Prices 
U. 8. DOLLARS PER BBL. OF 159 LITERS 
No. 6 Fuel No. 6 Fuel Bunker C 
ae eo No. 6 Fuel No Sulfur No. 6 Fuel Max. 1, % Fuel 
Mexican Gulf No Sulfur Guarantee Max. 1, % Sulfur Shi 
Tampico $1.95 $3.75 Guarantee ges Sulfur Barges Bunkers 
> salle de , - N. Y. Harbor... (5)$2.25-2.28(8) $2.25(15) (2)$2 .35-2.48 (2)$2.35-2.40 $2.25(10) 
Veracruz......... 1.95 . Albany........ re eer es sw ehecs ase 
Minatitlan. ..... 1.95 8.75 Baltimore. .... 2.25(6) 2.25(4) 2.48 2.40 2.25(4) 
Pacific Coast Baton Rouge... 1.98 95 ; 1.95 (2) 
Boston........ 2.32(6) .29(6) 2.43 2.29(5) 
Guaymas....... $2.60 $5.65 Charleston... .. 2.23(2) 2.20(8) ie 2.20(3) 
Manzanillo...... 2.60 4.75 Corpus Chi 1.98 -95 (3)1.95-2.10(2) 
Balina Cruz... .. 2.60 4.75 Houston....... 1.98-2.00 1.95(6) 1.95(12) 
Jacksonville 2.21(6) 2.18(6) 2.18(6) 
SS 2.18 2.15(3) 2.15(3) 
Mobile........ 2.03 2.00 2.00 
New Haven 2.30(3) 2.27 2.27 
Norfolk.) 2.2603) 22314) 2 2316) 
orfolk........ : é i 
Pacific Coast Pensacois... |. op 2'38-2.41 “ 2. 80-2.35 
s , . Philadelphia. 2.23-2.25(7) 2.20-2 .22(7) 2.28-2.30(3) 2.25-2.27(3) 2.20-2.22(6' 
saakew oe Taek. —— Pt. Everglades... 2-18(2) 2.152) we 2:15) 
ortiand....... e . gees Te . 
omni) C2 ese Providence... . 2'29(5) 2 26(4) 2 44-2.54 2 4i 2_26(8) 
Ban Pedro, Calif... $4.20(5) $1.80(5) Savannah...... 2.2315) 2.2014) 2.201K) 
San Francisco... . 4.41(4) 1.85(4) ‘ampa........ 2.15(4) 2.13(4) = 2.18(6) 
Portland, Ore.....  4.62(4) 2.10(4) (*) At Atlantic Coast refineries and terminals eae of Maryland, int at Tampa, prices of some 
Seattle, Wash... .. 4.62(4) 2.10(4) sellers to bulk commercial consumers are 0.15¢c higher than prices shown above. 
52 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
refiners, export agents. or tanker terminal operators. The figure in parentheses after each 








price indi the of g tha? price. 
Snterien “ae weesiies X a Kerosine & Light Fuels 

“ 19.75 (2) 41-43 w.w.Kero. .9(2)-9.25-9 .5-9 .625(2)-9 .75(2) 
ye oy el i eats Ne. $ Pusl........ 8(2)-8.25(2)-8.625(2)-8. 75(8) 
Jet Fuel (MIL-F-5624a) 
Grade JP-4............... 9 .25-9.75(2) Diesel & Gas Oils 
a 43-47 Diesel Index.......... 8-8 .25-8.5(2)-8.75 

otor ay 
95 Oct. Prem. 48-52 Diesel Index 
12.-12.25-12-75-18(2)-18.25(2)-18..75 8. 125-8 875-8 .5-8 .625(2)-8 .875 
98 Oct. Prem....... 1.76-13- 12, 5@)-13 53-57 Diesel Ky . . .8.25-8 .5-8.625-8 .75(2)-9 
90 Oct. Prem. (a)..............-..:. 1.25 
87 Oct. Relat 10. 6 8-10 86 6@2)-1i- at “ea)-12 
Regular.-......... . Heavy Fuel—Cargoes 
8 Regul bea heth ok ante 
oe - a ren tea eae Py wate Sin. B Biaeks O00 Pli.......00veccvnass $2.60(2) 


sce vespserest 10 Bunker “C” Fuel.... . . .$1.85(7)-1.90-1.95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 








District Grade 100/130 Grade 91/96 Grade 80 
OE, .. ctdendsescddguebewan 19.6(2) 18.1(2) 17.6(2) 
I EE Pe Pe ee 19.7 18.2 17.7 
Sin a5 dcéeowsussteadenseeae 19.6 18.1 17.6 
Norfolk, Va... wee iictttttsaees 19.6 18.1 17.6 
CN, Ds Os, no cacasesess 19.5 18 17.5 
New Orleans, i (Baton Rouge) 18.5 17 16.5 
NS, ree pt adees 18.5 17 16.5 
I coc cuca sduvesesetan ies 19.15 17.65 17.65 
Lake Port Terminals 
Buffalo Cleveland Detroit Toledo 
17.4 oud pears 
15 .2(2) pia can 
11.4(5) nee 11.85 ii. 9 
10.8(3) éfea 11.75-12.05 0.85 
wr ibe (2)11.75-11.9(2) i 45 (2) 
10.4(5) ae @)0. 75-10.9(2) 10.45(2) 
vai 8.658 8.1(4) (2)7 .5-7.6 
8.85(2) 8a 7.35(4) 7(8) 





6 Fuel 
ao Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, —_ are subject to crude availability and company’s requirements ; 
2c per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas eee for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 

rices shown are basis for such purchases with deductions being made for terminaling and pipe 
ine services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 


Crude Gravity API Price (Bbl.) FOB Effective Date 
$1.76 Las Piedras or Amuay 6-23-53 
2.18 Amua: 6-23-53 
1.85 Las or Amuay 1- 1-54 
2.30 Amuay 6-23-53 
2.64 Amuay 6-23-53 
2.58 Amua: 6- 
2.68 Piedras or Amuay 6-23-53 
8.40 Tucupido 6-23-53 
3.06 Puerto La Cruz 6-23-53 
2.82 Puerto La 6-23-53 
2.88 Puerto 6-23-53 
2.82 Puerto La Cruz 6-23-53 
2.26 Caripito 6-23-58 
2.30 Caripito 6-23-53 
1.61 Capure (Pedernales) 1- 1-64 





Middle East Crude Prices 


> are per bbl. of 42 U. S. gals., aout of local port or other governmental charges, sales 


taxes, etc., if any; FOB loading port indicated, for gravities Coens 2c per bbl. differential per 
degree of ‘gravity applies for gravities below and above those shown.) 
Persian Gulf 

Crude Company Grevity Price Loading Port Effective Date 
Arabian Esso Export 86-86.9 $1.97 Ras Tanura, Saudi Arabia 7-27-58 
Arabian M. E. Crude Sales 84-34.9 1.98 Ras Tanura, Saudi Arabia 7-21-53 
Arabian Soc.-Vac. Overseas Supply 86-36.9 1.97 Ras Tanura, di 1-24-53 
Basrah Esso Export $6-86.9 1.92 Fao, Iraq 1-27-58 
Iraq Anglo-Iranian 36-36.9 1.92 Fao, Iraq 7-16-53 
Iraq Shell Petroleum 85-85.9 1.90 Fao, Iraq 7-20-53 
Iraq Soc.-Vac. Overseas Supply %86-36.9 1.92 Fao, Iraq 1-24-58 
Kuwait nglo-Iranian 81-81.9 1.72 Mina-al-Ahmaii, Kuwait 7-16-68 
Kuwait ulf Exploration $1-81.9 1.72 Mina-al-Ahmadi, Kuwait 7-16-53 

tar ieledinaies 40-40.9 2.08 Umm Said, — 1-16-58 

tar Esso Export 86-86.9 2.00 Umm Said. 7-17-58 

tar Shell Petroleum 89-39.9 2.06 Umm Said, 1-2 

tar Soc.-Vac. Overseas Supply 39-39.9 2.06 Umm Said, 1-24-53 

Eastern Mediterranean 

Arabian Esso Export 86-86.9 2.39 Sidon, Lebanon 7-17-58 
Arabian M. E. Crude Sales 84-84.9 2.35 Sidon, Lebanon 7-21-53 
Arabian Soc.-Vac. Overseas Supply 386-36.9 2.39 don, Lebanon 1-24-53 
Iraq Anglo-Iranian 36-36.9 2.39 poll, Lebanon /Banias, Syria 7-16-53 
Iraq Esso Export 36-86.9 2.39 Tripoli, Lebanon /Banias, Syria 7-17-53 
Iraq Shell Petroleum 86-86.9 2.89 Tripoli, Lebanon /Banias, Syria 7-20-53 
Iraq Soc.-Vac. Overseas Supply 386-36.9 2.39 Tripoli, Lebanon /Banias, Syria 1-24-68 





Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 87-38 $2.60 Lutong, Sarawak 4- 1-64 
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PRICES in effect May 24—Tank Wagon 


Prices for gasotime do not include taxes; they do, however, include 
mspection fees as shown wm next column. Gasoline taxes, shown in separate 
column, include 2¢ federal, and state taxes; also city and county taxes 
as indicated in footnotes. Kerosine tank wagon prices also do not include Kans. 1/100c; La. 1/3 
taxes; kerosine taxes where levied are indicated in footnotes. Discounts, 
if amy, are shown in footnotes. These prices in ¢ 
as posted by principal marketing companies at their headquarters’ offices, 


but subject to later correction. 


Atlantic 
Atlantic — 2 
Refining aes Grade) No.1 No.2 
Cons. Dir. Fuel Fuel 
T.W. T.W. Taxes T.W. T.W. 
Allentown, 
| 15.8 15.8 7.0 14.4 13.2 
Altoona..... 16.38 16.3 7.0 14.95 13.55 
Sn ny oo 6.3 16.3 7.0 14.95 13.55 
Greensburg... 16.3 16.3 7.0 14.95 18.55 
Harrisburg 15.8 15.8 7.0 14.4 13.2 
Philadelphia. 15.4 15.4 7.0 3.8 12.6 
Pittsburgh . . ie 16.3 7.0 14.95 138.55 
ceeding. - - 15.8 15.8 7.0 14.4 13.2 
Wilkes Barre 14.4 14.4 7.0 14.7 18.5 
Williamsport 16:3 16.3 7.0 14.7 13.5 
Wilmington, 
| a 15.4 15.4 7.0 «13.8 12.8 
Hartford. 
esses 14.9 4.9 6.0 13.1 
New Haven. 15.6 15.6 6.0 12.7 
oan, 
oegve x14.9 x14.9 7.0 psde 12.9 
Sprinefeid 15.4 15.4 7.0 eee 13.7 
rov., R. 6 18.9 6.0 Fe 12.9 
Camden,N J.15.2 15.2 5.0 i188 12.8 
Sake 5.2 15.2 6.0 13.7 12.7 
Alben Y. 15.6 15.6 6.0 14.1 12.6 
Binghamton. 16.5 16.5 6.0 14.4 138.1 
Buffalo. .... 6.2 16.2 6.0 15.1 14.1 
Elmira...... 5 16.5 6.0 14.6 13.6 
Rochester... 16.2 16.2 6.0 14.7 13.4 
Syracuse.... 16.2 16.2 6.0 14.5 13.2 
atertown.. 17.6 17.6 6.0 15.8 14.1 
a 
bes 15.1 15.1 8.0 12.9 
eeaens, 
ae 15.4 15.4 8.0 14.7 18.6 
Chatiotte, . 
he tua ied 16.0 16.0 9.0 14.5 13 
ae, - 
hneeced » | 15.7 9.0 
Miemi bedéee 10.9 8.9 9.0 
Mineral Spirits V.M.&P. 
Tw T.W. 
Philadelphia, Pa....... 18.5 20.0 
Ra 22.0 23.0 
Heavy Fuel Oile—T.W. 
No. 5 No. 6 
Philadelphia, Pa....... 8.22 6.36 


Notes: 

Premium-grade gasoline t.w. prices 2.5¢ above 
regular, except Georgia and Florida 2c. 

Kerosine—Thru Pa. & Del., add 1c per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add le for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Minera! Spirits prices also apply to Stoddard 
Solvent. 

x Effective May 14. 


Cont’] (N. 8B. Prices are Continental's 
tank-wagon prices. Current selling 
Oil prices may vary from those shown 
because of local conditions.) 
Conoco Demand 
N-tane (3rd Gaso- K 
(regular)Grade) line 


s 
= 
= 
° 





ank Wagon Taxes T.W. 
Denver, Col..... 15.8 14.8 8.0 15.3 
Grand June...... 18.2 17.2 8.0 17.6 
ae 16.6 15.6 8.0 16.0 
Casper, Wyo..... 16.7 15.7 8.0 15.5 
Cheyenne. Pe 15.9 8.0 16.3 
Billings, Mont... 18.0 pave 8.0 17.0 
Butte - 19.2 lies 8.0 18.8 
Great Falls. . 18.0 bape 8.0 18.8 
Helena... 18.6 eeu 8.0 18.8 
Salt Lake, U . 18.4 Sd 7.0 17.0 
Twin Falls, Ida... 21.6 rahe 8.0 20.2 
Albuquer., N. M. 16.9 15.9 8.5 15.9 
Roswell......... 15.6 14.6 8.5 15.2 
Santa Fe.. . 16.9 cae 9.0 16.2 
Muskogee, Okla.. 15.0 14. 8.5 13.9 
Oklahoma City.. 14.8 18. : 8.5 14.1 
WEnrih 6 ebeuw i 14.9 13.9 8.5 13.5 
Taxes: 


i tax column includes these city tax- 
| Smanertne & Roswell, 0.5c; Santa Fe, Ic; 
thapenan, ; Casper, lc. 
Discounts : 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct 1c. 

Notes: 
T. W. prices are to consumers and dealers. 


Premium-grade gasoline t.w. prices 2.3c 
above regular. 
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fect May 24, 1954, 


1/20c; N. 





CHEVRON 

—— Of epular) Av; Ay, 80/81 Gaso- 
ornia T.T. ne 

400 Gals. & over Taxes 
San Fran., Cal... 16.1 19.6 8.0 
Los neue hoes 15.6 19.1 8.0 
Fresn o¥ 17.2 20.7 8.0 
Phoenix, “Ariz. | 18.8 22.3 7.0 
Reno, Nev....... 18.6 22.1 7.5 
Portland, Ore... . 16.6 20.1 8.0 
Seattle, Wash 16.6 20.1 8.5 
Spokane........ 18.8 22.8 8.5 
Tacoma... ..... 16.6 20.1 8.5 
Boise, Idaho..... 18.6 24.3 8.0 
Salt ke, U..... 16.9 20.9 7.0 
Honolulu, T. H.. 17.2 20.7 8.5 
Fairbanks, Alaska 29.0 $2.5 4.0 
Juneau. 18.3 21.8 4.0 

St dard Standard 





Diesel Standard Stove 





Honolulu.... 17 
Fairbanks.... 82 
Juneau...... 19. 


to 
= 
DAN OAH Dee DDO 


Taxes: 


Boise—Sc gas tax applies to motor only ; 
avgas taxes are 2c federal, 2.5¢ sta’ 

Salt Lake—7c gas tax applies to eee fuel 
only; avgas taxes are 2c federal, 4c state. 

Honolulu—8.5e gas tax applies 'to oer fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals. ; 
0.5¢c for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applie 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0¢ gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. er meg and 
less than 100 gals. Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
2.0c for 91/98, 5.0¢ for 100/130 and 8.0c for 
115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gals., add 
8c; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer; deduct 1.5¢. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals.. add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 

*Standard No. 2 Burner Oil. 


Humble 
Humble Gasoline Gaso- Kerosine 
Oil Regular line Tank Re- 


T.W. Retail Taxes Wagon tail 
Dallas, Tex... 14.8 20.1 6.0 13.3 17.6 


Ft. Worth.... 14. ; 20.1 6.0 18.8 17.5 
Houston. .... 14.7 20.0 6.0 18.8 17.6 
San Antonio... 15.0 208 6.0 18.3 17.5 
Notes: 


T.W. prices are to all classes of dealers and 
cons 

Premium- grade gasoline t.w. prices 2c above 
regular. 
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Inspection fees per 
anless otherwise speci! 


.» included in both gasoline and kerosine prices, 
ollows: 


ed, are as 
Ala. 1/40c on gasoline; Ark. t/ases F Fla. 1/te; Ii 4/1000; % 2/25¢; 
2c; —_. 5/2 Mo. 1/25¢; Neb. 2/100c ¥-- 
C.'1/4c; N. D. 1/ 
Tenn. 2/5c; and Wisc. 3/1000 
Kerosine inspection fees only : Ala. 1/2c; Iowa 1/50c; Mich. 1/5¢ 


One. b/25c; $. C. 1/8; S. D. 


Esso Bese Gessline 
(Regular Grade) 
Standard Gasoline Kero- 
Cc Dir. sine 


ons. 
T.W. T.W. Taxes T.W. 





Atlantic City, N. oe 15.2 15.2 5.0 13.8 
Newark............ 15.2 15.2 65.0 18.7 
Baltimore, Md... 15.1 15.1 8.0 ai 
umberland........ 6.6 16.6 8.0 15.3 
ashington, D.C... 15.6 15.6 7.0 - 
Danville, Va........ 6.2 16.2 8.0 15.3 
Petersburg. ........ 15.9 15.9 8.0 14.6 
"aes 15.0 15.0 8.0 13.7 
Richmond.......... 15.4 15.4 8.0 14.1 
ES Se 146.9 16.9 8.0 16.0 
Charleston, W. Va... 16.4 16.4 7.0 15.0 
MOND, « 0 4név0ee a Te 16.3 
Parkersburg........ 16.7 16.7 7.0 16.0 
Wheeling.......... 16.5 16.5 7.0 16.0 
Charlotte, N. C 16.0 16.0 9.0 14.5 
Bios ¢eeesese 6.2 16.2 9.0 14.8 
i stad¢es oe 16.4 16.4 9.0 15.1 
ces wou ais 6.8 16.8 16.3 9.0 14.9 
Salisbury . 6.0 16.0 9.0 14.5 
Charleston, S. C..... 14.9 14.9 9.0 : 
GREED « ccoctaae 6.6 16.5 9.0 an 
Spasteneens 15.4 15.4 9.0 “ 
ew Orleans, La. 14.6 14.6 9.0 18.2 
Baton Rouge....... 4.4 14.4 9.0 13.0 
AlemanGrie. .......> 15.7 15.7 9.0 14.1 
Lake Charles....... 14.38 14.3 9.0 12.9 
Shreveport......... 15.9 15.9 9.0 15.0 
New Iberia......... 49 14.9 9.0 13.4 
Knoxville, Tenn 15.7 15.7 9.0 14.1 
eae 5.3 15.38 9.0 13.9 
Chattanooga....... 15.6 15.6 9.0 14.0 
See 15.7 15.7 9.0 14.3 
Little Rock, Ark.... 16.2 16.2 8.5 14.8 


Naphthas T.W. & Steel we 


Newark, N. J. Min. Spirits V.M.&P 
3600 gals. & over... 18.0 19.5 
Steel bbis........... 24.0 25.5 
Baltimore, Md. 
3,600 gals & over... 16.7 
Steel bbis........... 25.5 
Washington, D. C. 
3,600 gals. & over. 17.2 
FUFL, ¢ OILS—T.W. 
o.1 No.2 No.4 No.6 
Atlantic City, N. J. 13. 8 12.8 ae nt tn 
MR c ccdacecese 13.7 12.7 $3.684 $2.836 
Baltimore, Md.. san 12.9 3.73 2.86 
Washington, D. C.. 13.3 4.05 2.89 
Danville, Va... ; 14.1 
Petersburg . ‘ 14.5 13.3 
Norfolk. 13.7 12.5 
Richmond......... 14.1 12.9 
Roanoke......... oe 14.8 
Charlotte, N. C.... 14.5 18.5 
0 Ear 14.8 13.8 
Se cae 14,1 
EDS. &h:66ue 40 ® 14.9 18.9 
Salisbury......... 14.6 13.5 
Charleston, 8. C.... .... 12.7 
Columbia. ........ Kone 14.3 
Spartanburg....... 13.2 


Taxes: Louisiana heventne prices do on include 
le state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; L le for 
100-299 gals. 2c for less than 100 
No. 6—Washington price is for i. ‘delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 
Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 


Imperial (Prices are per imperial gal.: te 
Oil arrive at price per 
' subtract 1/6th.) 
(Esso Gasoline 
Regular Grade) Kero- 
Dealer Gasoline sine 


T. *4 Taxes T.W 


St. John’s Nfid....... *25.2 14.0 25.2 
Halifax, N.S......... 22.2 15.0 24.2 
St. Johns, N. B....... 22.2 13.0 24.2 
Charlottetown, P. E.I. 24.2 13.0 26.2 
Montreal, Que........ 23.1 18.0 25.1 
Toronto, Ont......... 23.1 11.0 25.1 
Hamilton, Ont........ 23.1 11.0 25.1 
Winnipeg, Man........ 22.9 9.0 27.5 
Brandon, Man........ 25.5 9.0 27.7 
Regina, Sask.......... 22.2 11.0 24.2 
Seiateon, a c. Wee 11.0 27.1 
Calgary, Alta......... 22.4 10.0 24.4 
Edmonton, ‘aie ee 20.9 10.0 22.9 
Vancouver, B. C...... 22.9 10.0 24.9 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. priees 2e 
above regu 

*Price is for Premium-grade. 
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Socony Vacuum 
Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel Mobilbeat 
9 


Gasoline 80 1 100 Cons. Dir. Cons. Dir. Mobil Kerosine Diesel (No, 2 Fuel) 
Taxes T.W. T.W. T.W. TS TK. FT.0. FTW. TC. Yard T.0. F.C. T.W. 2 Y T. 


10 
24.3 
24.1 25.1 


Plattsburg 
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Boston, Mass....__. 
Concord, N. H..... 
Lancaster 


- Rew 
onuw 


96 : 
25 - 
10.7 7 
12.1 ooes oebe 1 . , 
Tank Rochester Syracuse Boston Hartford Providence 
19.5 18.0 20 6 22.0 19.0 20.0 19.5 
V. M. & 22.5 23.5 20.6 21.5 21.6 
Taxes: N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobile Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5 for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOR bulk terminals, 
Effective dates: xMay 12, "May 13. 


Oh Sohio X-Tane Gasoline 
io Standard Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvente—Cons, T.W. 
Schio Sohio Sohio Con- Re- S.R. D.C. V.M.&P. 
Avia. Avia. Avia. sell- Sol Naph- Naph- Varno- Kerosine No.! 
80 91 100 ers tha ha vent T.W. 
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24. 
24. 
24. 
24 


24. 
24. 
24. 
24. 
24. 
24. 
24. 
24. d 
Zanesville. . . 18. 24.75 20.9 . 
Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting 

A-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add lc per gal., 1-49 gals. add 2c per gal. 

ae © Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 160 

gals., a c. 


y= -—gmamaaea gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted ; s.s. prices are at company operated 
stations. 
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indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown St lex Furnace Oil — 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 Kentucky 
Cons. Dir. line sine 1-99 gals. 175 349 849 gale. gale. Standard 
T.W - Taxes T. gals. &over gals. gale. gale. & over Rover 
.0 








+e eeee 


Chicago, Ill.......... 18 
South Bend, Ind..... 19 


3 
rs 
o 


i4.8 


_— 
- 
” 
- 
. 


ececocoooeooooosoooeosoo 3 


i2'8* Covington, Ky... . 

. Lexington........ 
Louteville. . 
Paducah 


keburg........ 
Birmingham, Ala . 
Mobile 


Omaha, Nebr... 

Fargo, N. D... 

S| eae 
Milwaukee. Wisc..... 


Downe romweoe* 
We moorwwon 
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Montgomery . 
Atlanta, Ga.. 
Fuel Oila—T.W.—Chicago, Il. Texas Fire-Chief Gasoline Augusta... 
Standa Stanolex (Regular Grade) . 
Heater Oil Furnace Oi! Co. Dealer Gasoline Deal covanae® .) 
1-99 gals. : 15.3 v. Taxes : Miam!. wali 
100-149 gais. 8 aes Dallas, Tex... Pensacola 
100-149 gals. Ree Ft. Worth a 
150 gals. & over é wisi Wichita Falls oe 
100-399 gals. . o% aun 14.3 
400 gals. & over veal 18.8 


= 
CSOCV@SBBewoovCvvovwvwse 


a 
COMe eH aAwamwaononer F 
SHARASBSHSAOASHONON - 


Taxes: 

Gasoli tax col includes these city & 
county taxes: Mobile, 2c city; Birmingham, le 
county; Montgomery, le city & le county; 
Pensacola, 1c city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 
kerosine, 1c; Mississippi, kerosine 0.5c. 


Stanolex Stanolex 
Fuel A Fuel C 
1-749 gals........ x9.15 x8 .0 
760 gals. & over x8.4 x7.25 
Taxes: St. Louis, Mo., gasoline tax includes 1c 
city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 6¢ state tax. State Notes: Dealer t.w. prices apply also to all . 
sales, pation, c & use taxes to be classes of consumers with minimum delivery Notes: 
added where applicable. of 50 gals. Premium-grade gasoline t.w. prices 2c above 
*“Temporary” price. Premium-grade gasoline t.w. prices 2c above regular. 
x Effective May 18. regular. Cons. t.w. prices same as net dealer prices 





Norwwonmooconn 
AARAMRARABRAHH 
cocoooooooSoo 
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CRUDE OjL PRICES—in $ per bbi. of 42 U. S. gals. at the well, except Canadian prices as noted. 
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Prices in fields east of California were ef- 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices are shown by states =) pe 
eral areas in most states. a. x 
where each company posts and ex 
gravity schedules as shown above 
nished on request to NPN. 
gravity schedule as well as 
flat prices are posted are shown in the Fiat 
Price Section. 


GRAVITY SCHEDULES 
ARKANSAS—Sweet Crude 

 ~ ere A: Arkansas Fuel, Esso, Gulf, Mag- 
nolia. 


ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Esso, Ohio Oil. 


COLORADO—Sw 
Schedule A: Gotosan Phillips, Pure, Sin- 
clair, Texaco. 


Kansas—All fields 

Schedule A: Carter, Cities Service, 
tinental, Gulf, Phillips. Pure, Shell, 
Stanolind, Texaco. 


LOUISIAN A—Central 
Catahoula Lake & Other Fields: 
Schedule N: Esso 
Hemphill & Pe Fields : 
Schedule Esso, Gulf, Stanolind. 
Olla & Omer Fields : 
Schedule P: Ark. Fuel, Esso. 


LOUISIANA—Coastal 

Edgerly & Other Fields: 
Schedule F: a 

Eunice & Other Fields: 

s Schedule E (eee gravity): 
un. 


egy aye 
Delhi & Other Fields: 

Schedule N: Esso, Stanolind, Sun. 
Fairview & vy gy Fields: 

Schedule O: Esso 


LOUISIAN A—North 
Athens-Pettit & Other Fields: 
Schedule M: Esso, Gulf. 
Caddo, Homer & Other Fields: 
Ark. Fuel, Esso, 


Con- 
‘Sinclair, 


Cities Service, 


Schedule A: 
nolia, Stanolind. 


LOUISIANA—South 

Schedule P: Cities Service, Continental, Esso, 
om. Magnolia, Pure, Shell, Stanolind, Sun, 
‘exaco. 


Gulf, Mag- 


MISSISSIPPI—Eucutta & Other Fields 
Schedule Q: Esso, Gulf. 


a ago & Other Fields 
Schedule O: Esso, Pure. 


MISSISSIPPI—Overten & Other Fields 
Schedule N: Easo. 
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MONTANA—Sweet C: 


rude 
Schedule A: Carter, Phillips, Ohio Oil, Stano- 
lind, Texaco. 


MONTANA—Sour Crude 
Schedule R: Carter, Continental, Ohio Oil, 
Stanolind. 


NEBRASKA—AIl fields 
Schedule A: Pure, Sinclair. 


NEW MEXICO—Intermediate Crude 
Schedule D: Atlantic, Cities Service, Con- 

tinental, Gulf, Humble, Magnolia, Phillips, 

Pure, Shell, Sinclair, Stanolind, Texaco. 


NEW MEXICO—Sour Crude 

Schedule C: Atlantic, Cities Service, Con- 
tinental, Gulf, Humble, Magnolia, Shell, Sin- 
clair, Stanolind, Texaco. 


OKLAHOMA—All fields 

Schedule A: Carter, Cit Service, Con- 
tinental, Gulf, Magnolia, Phillipe Pure, Shell, 
Sinclair, Stanolind, Texaco. 


TEXAS—East Texas Field 

$2.90 Flat Price: Ark. Fuel, Atlantic, Cities 
Service, Gulf, Humble, Magnolia, Ohio Oil, Pan 
American, Phillips, Shell, Sinclair, Stanolind, 
Sun, Texaco. 


TEXAS—East Central 
Schedule B: Humble, Sinclair. 


TEXAS—Gulf Coast 

Aldine & Other Fields: 

is _— P: Pan American, Phillips, 
nd. 

Anahuac & Other Fields: 

Schedule F: Cities Service, Gulf, Humble, 
Magnolia, Pan American, Phillips, Pure, Re- 
public, Shell, Sinclair, Sun, Texaco. 

Arcola & Other Fiel 

Schedule J: Atlantic, Phillips, Pure, Sinclair, 
Texaco. 

Goose Creek & Other Low Cold Test Fields: 

Schedule E (24-30 Gravity): Humble, Pan 
American, Stanolind, Sun, Texaco. 

Hastings & Other Fields : 

Schedule E (20-40 Gravity): Atlantic, Gulf, 

Humble, Pan American, Stanolind. 


TEXAS—North, North Central 
Schedule A: Continental, Gulf, Magnolia, 
Sinelair, Stanolind, Texaco. 


TEXAS—Northeast 
(Asphalt Crudes) 
Other Fields: 
! Pan American. 


Fields : 
Schedule i Humble, Texaco. 


TEX AS—Panhandle 
Schedule A: Gulf, Humble, Magnolia, Phil- 
lips, Texaco. 


TEXAS—Southwest 
Bianconia & Other Fields: 

Schedule I: Cities Service, Continental, Hum- 
ble, Pure, Stanolind, Sun. 


Stano- 


Kelsey & Other Fields: 

Schedule H: Humble, Sun. 
Mirando & Other Crudes: 

Schedule G (24-29 Gravity): Humble, Mag- 
— Sinclair, a Texaco. 


rudes : 
Schedule G (20-40 Gravity): Atlantic, Cities 
a. Humble, Phillips, Republic, Sinclair, 
un. 


TEXAS—West Centra) 
Schedule A: Humble, Magnolia, Stanolind, 
Texaco. 


TEXAS—West Texas Sweet 

Schedule A: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Intermediate 

Schedule D: Atlantic, Cities ty Gulf, 
Humble, Magnolia, illips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Sour 

Schedule C: Atlantic, Cities Service, Gulf, 
Humble, |: Ohio Oil, Phillips, Pure, 
Shell, Texaco. 


WYOMING—Sweet Crude 
mg ae Carter, Continental, Ohio Oil, 
ure, Si 


WYOMING—Sour Crude 
mw 2 4 Carter, Continental, Ohio Oil, 
ure, gi ta ind 











FLAT PRICES 
(Listings also include some fields on gravity 
schedules) 
ARKANSAS 
Limest Cond te (Esso) 
Sandstone Condensate (Esso) . 
Smackover (Ark. Fuel, Gulf 





ILLINOIS 

Eastern Illinois (Ohio Oil) le below. Schedule J 

Illinois Basin (Ashland, Cities Service, 
Continental, Gulf, Magnolia, Ohio Oil, 


INDIANA 
Indiana Basin (Ashland, Pure) 3.02 
Western Indiana (Ohio Oil) 1c below. Schedule} J 


KENTUCKY 

Butler Co. Area (Owensboro-Ashland) . 
Owensboro Area (Ashland) 

Ragland Grade (Ashland) ............. 
Somerset Grade (Ashland) ee 


LOUISIANA 
Beyou Pigeon 
Bear (Continenta. 





Gloyd bh] 
South Louisia: 
Swest ~~ Pures Condensate (Esso) 
Urania (Ark. 


MICHIGAN 
(Only lowest and h 
company are shown be 
be obtained on 
Bay Pipe Line: a 
ms Heavy other fi 
Sanford & other fields vag 
Leonard Pipe aise GPSSSS) s 
Clare City 
oy 


hest postings of each 
iow; other postings may 
to NPN.) 


Pure 
hanes & Deep River 
Coldwater & other fields 
Simrall: 
Montmorency ee 
Barryton-Sun Denslow 
wy 44 


MONTANA 


Cat Creek (Continental) 
Darling (Carter) 
Pondera (Phillips) .... 


OHIO 


Corning (Seep, 6-16-53) 
Lima (8.0. Ohio) 


PENNSYLVANIA—Penn. 
Allegany, N. Y. 


Grade 
(Sinclair, 5-17-54) 
Bradford, Pa. (Tide Water, 5-17-54) 
Bradford, Pa. (Seep, 5-20-54) 
Eureka, W. Va. (Seep, 5-20-54) 
Middle Penn. (Seep, 5-20-54) 
Southwest Penn. (Seep, 5-20-54) 
Zanesville, Ohio (Ashland, 5-20-54) 


TEXAS 


Agua Dulce ¢ bli 
Atlee (epee oe a 


le + 





Cod Hill 
ote Ra (Sinclair) 
Crude (Sinclair) .. 
Geastette » a Be above ... 
Clay C (Sun) 
Conroe rihiesbie Sun, Texaco) 


Darst Creek (Humble, Magnolia, 


Texaco 
Pearsall (Humble) be below 
itman-Paluxy (Pan Ame’ 


Van (Humble, Pure) 
Willamar (Pan American) 





Cleveland & other fields =, beste 


‘(Sheit) 22225222: 
ao An (Pan American) 


‘omball (Humble, - pare Stanolind) 


$3.00 
3.00 
3.26 
2.75 
3.20 
2.81 
2.50 





WYOMING 
poorer Creek (Stanolind) 
w 


Garland (Ohio Oil, Stanolind) ......... 
Hidden Dome (Ohio Oil) . 
Now Sand Draw (Sinclair) .... hedule 
Comes Basin (Ohio Oil, Stanolind, Tex- -_ 
Riverton Dome (Sianolind) edule D 
Wertz “tz (Sinclair) ‘Schedule C 


CANADIAN FIELDS 


(Postings of Imperial Oil Ltd. Prices are in 
Canadian dollars per bbl. of 86 Imp. gals., 
effective July 21, 1953, except as noted 


Acheson/Stony Plain a 
Acheson /Stony wl 


Armisie L.C. 

Big Valley D-2, “Ds 
Bothwell (5-1-52) 

Daly, Mississippian (1- 14-64)" 
Duhamel D-2, D-3 

Excelsior D-2 .. 

Fenn D-2, D-3 

Glenco (5-1-52) .. ° 
Golden Spike D-2, D3 
Joseph Lake Viking : 
Leduc-Woodbend = | D-, Le. 
Malmo D-2, L.C. .. 

Malmo D-3 . 

New Norway D-2 .. 

New Norway D-3 . 

Oil Springs (5-1-52) 
Petrolia (5-1-52) 
Redwater D-3 


$3. oss with 
gravity to 64 & over at $3.705 





CALIFORNIA 


S. O. California prices effective Feb. 16, 1953. All gravities above those quoted take highest price offered for the field specified. 
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Schedule Schedule 
Signal Hill (Long Beach) 
Tejon Hills 


secur —bihas Than 
Anaheim Sugar Area. 
Pleasant Valley 


*Effective June 1. 
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—and NPN sells TBA — 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 
billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
started to read this ad, 200 motorists have 
bought other accessories, too, at their neighbor- 
hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
whose accessories are being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? Know how to get it? Where to 
start? Whom to see? 






Publishers of the 


& Buyer’s Guide 


Annual TBA Directory 





There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 
advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 


If you want TBA business, the first logical 
step is an advertising campaign in National 
Petroleum News. 


*TBA is the oil industry’s designation for tires, batteries and accessories, 


NATIONAL PETROLEUM NEWS 


A McGRAW-HIEL PUBLICATION 





Member of Associated Business Publicotions 
ond Audit Bureau of Circulations 


Publication offices: 330 West 42nd St., New York 36, N. Y. 


NATIONAL PETROLEUM NEWS * 
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SUPPLY AND DEMAND 


Problem Seen in Jet Fuel Needs 


Meeting jet fuel requirements will 
be one of oil’s greatest future problems, 
a Defense Department spokesman 
says. 

Consumption 
now, and it 
comes. 

Col. J. H. Baughn told the Avia- 
tion Technical Service Committee of 
the American Petroleum Institute 
Marketing Division last week in 
Denver that jet fuel consumption rose 
from 11,000 b/d in 1950 to 81,000 
b/d in 1953. Demand is expected to 
reach 240,000 b/d by 1956, but will 
“level off’ between 250,000 and 300,- 
000 b/d “if the situation doesn't 
change.” 

Col. Baughn is chief of the require- 
ments section of the Armed Services 
Petroleum Logistics Division. 

He made a correction in U.S. 
Armed Forces jet fuel requirements 
for fiscal 1955. He scaled them down 
to 70 million bbl. from the 83 mil- 
lion bbl. announced two months ago. 

A “re-evaluation” of Air Force and 
Navy requirements caused revision of 
the estimate, he said. 

Col. Baughn reported that Depart- 
ment of Defense current expenditures 
for aviation fuels in the 1954 fiscal 
year (ending June 30) are $600 mil- 
lion, or 60% of the $1 billion armed 
services expenditure for all major 
petroleum products. Aviation fuel ex- 
penditures for the coming fiscal year 
will be $650 million, he said—80% 
Air Force and 20% Navy. 

Needs Are Growing—Air Force jet 
fuel requirements will increase 60% 
in 1955 and the Navy’s 30%. Over-all 
increase for both departments will 
be 55%. 

Armed services aviation gasoline 
requirements will remain fairly con- 
stant in 1954-55, he predicted. And 
worldwide requirements will rise from 
275,000 b/d to 300,000 b/d in 1955, 
then remain “fairly constant” through 
1962. 

U.S. military aviation gas require- 
ments now are 125,000 b/d and will 
reach 132,000 b/d through 1955-56, 
decreasing steadily then to 95,000 
b/d by 1962. 

While there will be a sharp increase 
in the use of jet aircraft, the military’s 
large transports and support aircraft 
will be fueled with aviation gasoline, 
Col. Baughn said. Transport craft 
now use 45% of armed services avgas 
and by 1956 will be using 60%. 

Continuing his predictions on the 
growth of jet fuel demand, Col. 


is climbing 
will skyrocket 


rapidly 
if war 
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Baughn said foreign requirements, now 
50,000 b/d, will reach 125,000 b/d 
by 1960. Worldwide requirements, 
now 200,000 b/d, will reach at least 
400,000 b/d by 1960. 

Not Counting on War—These pre- 
dictions are made, Col. Baughn 
pointed out, “with no war plan in 
mind.” 

At the start of war consumption, jet 
fuel use would be 400,000 b/d and if 
“the war continued any length of time” 
requirements would be 1.5 million 
b/d. If supersonic aircraft were put 
into wartime use, the need would be 
600,000 b/d of jet fuel at the start and 
2 million b/d if the war were drawn 
out. 

He also urged the oil industry to 
give more attention to developing syn- 
thetic lubricants “since all future jets 
will need them.” 
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AC Spark Plug Div., General Mo- 
tors Corp. 
American Flange & Mfg. Co. 
Auto Specialties Mfg. Co. 
Bowser, Inc. 
Deep Rock Oil Corp. 
DuPont de Nemours & Co., Inc 
gf. 
Electric Storage Battery Co. 
Ever-tite Coupling Co. 
Gilbert & Barker Mfg. Co. 
Goodrich Co., B. F. 
Graver Tank & Mfg. Co. 
Gulf Oil Corp. 
Hannay & Son, Inc., Clifford B. 
4th Cover 
Hartol Petroleum Corp. 53 
Morrison Bros. 25 
National Petroleum News 58 
Neptune Meter Co. 63 
New England Petroleum Corp. 51 
Paragon Oil Co. 53 
Patent Chemicals, Inc. 53 
Penn-Central Oil Co. mf 
Purolator Products, Inc. 32-33 
Quaker Rubber Corp. 31 
Redex, Inc. 29 
Republic Oil Refining Co. 53 
Richfield Oil Corp. 23 
Scully Signal Co. 51 
Socony-Vacuum Oil Co. 3rd Cover 
Stello Products Co. 11 
Tabet Mfg. Co., Inc. 9 
Tokheim Corp. 2nd Cover 
United Refining Co. 51 
Wall Rope Works, Inc. 11 
Wayne Pump Co. 38-39 
Wood Co., John Facing Page 24 
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CLASSIFIED 


UNDISPLAYED RATE 


$1.50 o time. Minimum 3 lines. Box numbers 
count one additional line. 

POSITION WANTED. Undisployed rote is one 
half of above rate, payable in advance. 


DISPLAYED RATE 
The advertising rote is $14.50 per inch for all 
advertisiag appearing on other thon a con- 
tract basis. Contract rates quoted on request 
NATIONAL PETROLEUM NEWS, 
Classified Advertising Division 
330 W. 42ad St., N. Y. 36, N. Y. 








FOR SALE: Truck tractor and semi-trailer equipment 
ready for the road meeting ICC and 
ATA specifications on straight air. 


$3850.00 
$2450.00 
$1250.00 
$1250.00 
$1150.00 
$ 850.00 


$4150.00 


$4950.00 
$2850.00 


$2500.00 


$1750.00 
$4150.00 


2 1950 LF-195 INTERMATION 
7 1951 LF-195 INTERNATIONA Ls 
$4250.00 to 
1946 K8F INTERNATIONAL 
LOWBOY 
S 1950 25 TON bese) 


ECK 
1950 FREUHAUF 
1951 TRANSPORT 
eiiss SALES & SERVICE 
1026 S. a 7 lowa City, 
1 





8-369 
After hours and enten call Ken Suhr, 7798, tows 
ds. 


City, or John Keith, 4-3600 Cedar 











FOR SALE 
opens Wig TANK opty 2500 to 4200 


rey mits, from 750. 
ANDEM AXLE TANK | yng" “4500 te 7500 
units, from $17 
ANDEM AXLE RSPHALY UNITS, "3600 te 5500 
insulated, steam coils, burners, 


from 
1750.00 to $5500.00. 
WE TRADE, Aa ame DELIVER. PICTURES 4 
DATA ON REQU 
y from SRUCE €&. HACKETT CO. 
621 West "se St., Kansas City, Mo. Hiland 1385 











| REPLIES Box No.) 
NEW YORK: 
CHICAGO 


daa to office nearest y 
330 W. 42nd St. (36) 
520 N. 


i EMPLOYMENT 


== - Selling Opportunity Offered 


Michigan Ave. (11 
SAN FRANCISCO 68 Post St. (4 


EXPERIENCED SALESMAN wanted by large ante 


Continent refiner to market petroleum pro 
who lesale throughout North Central States fr 
pipe line terminals. Give complete data includ 
age, nee, experience and photo, if 
SW-2837, National Petroleum News 


= Selling Opportunity Wanted 


Mi jn a 
quately financed, with warehouse arm 
| facilities, is interested in obtaining distributors! 
for State of Minnesota and 
products sold to fuel oil dealers and industri 
pl: ants. RA-2699, RA-2699, National Petr leum _News 


-EQUPMENT-as ib 


For Sale 

‘& But 
in good "West Texas town 
area. Sickness forces me to sell 
Craig, Plainview, Tex 





G ti 





Contact ( I 


|For Sale: 
| meter, pump, 100’ hose 900 Gal. capacity, 
partment with 2 side compartments. Truck now i 


use. J. D. Jacobs Oil Company, Wauseon, 


Neuen 2g -— 


business; personal or personnel; finan- 
s cial; equipment; etc., may be offered or 
located through the classified advertising 
* section of NATIONAL PETROLEUM 
NEWS 


ts 


ng 
available 


y, well established and ade 
trackage 


Ip 


adjoining states, or 


al 


Jobbing Business 
& irrigated farmin 


£ 


1945 Ford tank truck with Neptune 


3 con 


n 


Ohio. 

















































You'll be surprised at the 
feats “Bosco” Service Jack 
can perform. Its compact 
chassis and practical light 
weight make it the easiest- 
to-handle, simplest-to- 
maneuver jack on wheels! 
“Bosco” features a heavy 
steel frame; unbreakable, 
malleable iron lifting arm; 
and a durable, metal- 
covered pump. These plus- 
value construction 
advancements give 
“Bosco” the strength and 
stamina of much bigger 
jacks, without the extra 
bulk and chassis length 
that hinders and slows 
down service work. 





Can you imagine an 
honest-to-goodness 
service jack like this 
costing just $61? Once 
you use a “Bosco”, 
you'll see why we call it 
the 1%-ton Service Jack 
that performs like a 
bigger one...in ‘most 
everything but pricel 





just 24% long 
weighs only 68 lbs! 


a ° 
this IS t € 0A LIFTING 
ove HEIGHT 
With this handy saddle elevator* 
“Bosco” raises the load 21° 
—even higher than 
larger-capacity jacks. 


*available at 
small extra 
cost, 


that makes servicing 
easlen speedier 


2 


= 1% ton 
service 
AUTO SPECIALTIES MFG. co., ST. JOSEPH, MICHIGAN ¢ FOUNDED 1908 


R650 


60 
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ABOUT OIL PEOPLE 


Intermountain Jobbers 
Set Up Association 
At Salt Lake Meeting 


Forty Utah, Idaho and Wyoming oil jobbers met May 
13-14 in Salt Lake City to set up the Intermountain Oil 
Jobbers Assn. After organizing, they voted to seek affiliation 
with the National Oil Jobbers Council. Future plans call for 
the association to reach into Utah and portions of Wyoming, 
Colorado, Idaho and Nevada. 


gy ie RS 

White Williams Edwards 
PRESIDENT Howard J. Williams, confers with L. T. White, 
manager, business research and education, Cities Service Pe- 
troleum, Inc., New York City; and E. Keith Edwards, Spring- 
field, N. Y., secretary-treasurer, NOJC 


Smith +o Horne Bennion Johnson 
VISITORS EXCHANGE IDEAS at the Intermountain meet- 
ing: H. F. Smith, Phillips Petroleum Co., Salt Lake City; Rex 
Horne, Home Oil Co., Provo, Utah; Fern Bennion, V-1 Oil Co., 
Salt Lake City; Carl Johnson, Johnson Oil Co., Jackson, Wyo. 
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Ellis Williams 
JOBBER LEADERS Otis H. Ellis, Washington, D. C., general 
counsel of the National Oil Jobbers Council, and Howard J. 
Williams, Williams Oil Co., Salt Lake City, president of Inter- 
mountain Oil Jobbers Assn., at the Intermountain association 
meeting in Salt Lake City, May 13-14 


Grant Beisser Ferguson 
EXECUTIVE SECRETARY of the Intermountain association, 
Arvin (Jack) Grant, of Salt Lake City, with E. J. Beisser, 
Phillips Petroleum, Salt Lake City, and Don R. Ferguson, Ute 
Petroleum Co., Salt Lake City 


Bennion Covey Edwards Williams 
DISCUSSION between Fern Bennion, V-1 Oil Co. and E. 
Keith Edwards, NOJC secretary-treasurer, draws the attention 
of Theron S. Covey, Covey Petroleum, Salt Lake City, and 
Howard J. Williams, association president 
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Aldridge 


Kalkhof 


AMOCO’S VETERAN ADVERTISING MANAGER, Emil F. Kalkhof, retiring after 


37 years, receives congratulations from Thomas A. Aldridge and John J 


. Leu, company 


vice presidents. Under Kalkhof’s direction, American Oil Co. was one of the first to 
advertise gasoline by brand and to use territory wide, 24-sheet billboards 


George M. Gla- 
zier, of Baltimore, 
is the new man- 
ager of advertis- 
ing and sales pro- 
motion for Amer- 
ican Oil Co., New 
York City, suc- 
ceeding Emil F. 
Kalkhof who re- 
tired May 8. Gla- 
zier was assistant G. M. Glazier 
advertising man- 
ager from 1933 to 1938, and manager 
of the sales promotion department 
until 1943. He served as manager of 
sales promotion and merchandising 
until 1947. In 1950 he became man- 
ager of Lord Baltimore Filling Sta- 
tions, Inc., an Amoco subsidiary. Prior 
to his recent promotion he was director 
of sales training and sales promotion. 
Sd 

C. O. MacLeod 
will specialize in 
retail sales train- 
ing problems in 
his new job as 
assistant manager 
of sales training 
for Continental 

Oil Co., with 

headquarters at 

Ponca City, Okla. 

He will also assist 

in the develop- 
ment of training program for Conoco 
lessees, dealers and jobbers. 





C, O. MacLeod 


62 





MacLeod joined Conoco at Glen- 
dive, Mont., in 1946, after his release 
from the U.S. Army. During World 
War II he served as an infantry officer 
in Europe, winning a Bronze Star, two 
Purple Hearts. 

Prior to his recent promotion, Mac- 
Leod was assistant division sales man- 
ager at Butte, Mont. 

e 

F. M. Jayne, secretary of the execu- 
tive committee, has been elected a vice 
president of Standard Oil Co. of Cali- 
fornia. He will remain in San Fran- 
cisco. 

Jayne served in the Air Corps in 
World War I. He graduated from the 
University of California in 1933, and 
then went on to earn a master’s degree 
in business administration in 1934. 
The same year, he joined Standard as 
a clerk at the Richmond refinery. 

After advancing through several 
positions of increasing importance in 
the manufacturing department, he 
was appointed assistant comptroller in 
1947, and then secretary of the execu- 
tive committee two years later. 

During World War II he served in 
Washington with the Petroleum Ad- 
ministration for War. 

© 

R. E. Cox became manager of indus- 
trial relations of The Texas Co.’s do- 
mestic sales departments on May 1, 
succeeding George W. Schwert, re- 
tired after 43 years of service. 

Cox has been with Texaco since 


1927 when he joined the company as 
a salesman in Atlanta, Ga. 

He was assistant manager (industrial 
relations) for Texaco’s 11-state south- 
ern territory from 1942 until Jan. 1, 
1954 when he became assistant man- 
ager of the departments he now heads 
in New York City. 

* 

Arthur C. Stewart, marketing vice 
president of Union Oil Co., heads the 
Los Angeles Chamber of Commerce’s 
campaign for funds to construct a new 
building for the 66-year-old civic 
group. 

. 

Gordon P. Larson was elected presi- 
dent of the Air Pollution Control Assn. 
at the organization’s annual convention 
in Chattanooga, May 4. As director of 
the Los Angeles County, Calif., Air 
Pollution Control District, Larson was 
first to advance the theory that gaso- 
line vapors are an air contaminant. 
His election came after he was nomi- 
nated by more than 50 air pollution 
and smoke control officials from all 
sections of the U.S. and Canada. 

o 


Two oil executives were elected di- 
rectors of Brand Names Foundation, 
Inc. at the annual Brand Names Day 
meeting in New York City, April 29: 

A. A. Stambaugh, chairman of the 
board, Standard Oil Co. (Ohio), Cleve- 
land, and 

Reese H. Taylor, president, Union 
Oil Co., Los Angeles. 

More than 1,800 business, advertis- 
ing and publishing executives were 
present at the Brand Names dinner 
honoring 118 retail firms that received 
awards for outstanding presentation of 
manufacturers’ branded products. 


Walter F. Spath 
succeeds W. H. St. 
Clair as New York 
division manager 
of Esso Standard. 
St. Clair has ac- 
cepted a_ special 
assignment with 
the company. 

Spath, who 
joined the com- 
pany in 1933, 
was manager of 
the Virginia division prior to his latest 
assignment. Earlier he served as dis- 
trict manager at Wilmington, Del., and 
Washington, D.C., and then as mer- 
chandising manager of the Delaware, 
Maryland, D.C. division. 

a 

C. Everett Elliott, of the Charles L. 
Elliott Co.; Danvers, Mass., will lead 
the Oil-Heat Institute of New England 
as president during 1954. Other offi- 





W. F. Spath 
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Red Seal's double case desig P 

any distortion that may be caused in the measuring 
chamber by line pressure or by normal stresses set up 
in the piping system. Prevents binding, inaccuracies, 








and uneven chamber wear. 


LOW METER 
MAINTENANCE 


Either you buy it built-in, or you 
don’t get it at all... 


In Illinois, a petroleum jobber averaged 14,000,000 gallons per year 
through three 3” Red Seal meters . . . and never had to replace or 
work on the accurate measuring chambers in five years! In Indiana, a 
2” Red Seal tank truck meter showed so little wear after 11 years of 
hard work it required calibration only two steps away from its origi- 
nal setting! 

Unusual cases? No. You or your neighbor may have Red Seals 
with equally fine records. 

It's proof of the sustained accuracy that’s built into Red Seal 
meters . . . built into many design details like the four shown on this 
page .. . details you can see with your eyes. There’s only one mov- 
ing part in the measuring chamber, with positive, non-wearing seal 
of a capillary film of liquid. No intricate valves, leathers, or pis- 
ton rings. 

When modernizing your bulk plants and trucks, take a long look 
at the years ahead and specify Red Seals for sustained accuracy you 
can bank on. Ask our nearest Red Seal jobber or branch office 
for details. 


Seal between oscillating piston and chamber in Red 
Seal Meter is of the capillary type... a thin film of 
liquid whose thickness is carefully controlled by pre- 
cision machining. Eliminates metal-to-metal wear, 
provides constant, positive seal. 


Dirt in the measuring element is a frequent cause of 
trouble in any meter. Here's where Red Seals save, 
for occasional particles won't damage the Red Seal 
hamber. The chamber is easy to remove and clean. 
There is no complicated mechanism to get out of ad- 
justment. 





Patented Red Seal ‘Gear Shifter’ firmly locks calibra- 
tion in position with precision gears. It positively can- 
not drift or get out of adjustment. Sealers like it be- 
cause it is so easy to adjust when required .. . and 
it's seldom required. 





























ecuraoy You Cam Bank On 


NEPTUNE METER COMPANY 


50 WEST SOth STREET e NEW YORK 20, N. Y. Branch Offices 
ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. + SAN FRANCISCO 


IN CANADA: NEPTUNE METERS LTD., 
95-E 1430 LAKESHORE RD., TORONTO 14, ONT. 
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cers chosen at the group’s meeting in 
Boston, April 21, include: 

Augustus L. Dwelley, Automatic 
Heating Corp., Danvers, Mass., first 
vice president; 

Marcel A. Fugere, Manchester Coal 
& Ice Co., Manchester, N.H., second 
vice president; 

Fred N. Beckwith, secretary-treas- 
urer. 





. 

Everett J. Griffin will assist in the 
co-ordination and administration of 
Shell Oil’s marketing activities as as- 
sistant to the vice president in charge 
of marketing, a newly created position. 
His former job as manager of Shell’s 
Cleveland marketing division is being 
taken over by John H. Hill, previously 
marketing operations manager in the 
firm’s New York headquarters. 

Griffin has been with Shell since 
1930, and has served the company as 
sales manager of several marketing 
areas in the Northwest and the West 
Coast, and as assistant to the sales 
manager of Shell’s San Francisco 
office. His new office will be in New 
York City. 

* 

Wayne B. Morgan has been ap- 
pointed to a job newly created by 
Warren Petroleum, Tulsa — assistant 
sales manager in charge of LP-gas sales 
to refineries. Morgan joined Warren’s 
LP-gas engineering department in 
1946. When the company began de- 
veloping its LP-gas underground stor- 
age program, he was re-assigned to 
the engineering department to super- 
vise the program. For the past seven 
months he has represented Warren in 
Cuba during the construction of an 
LP-gas marine terminal there. 

* 


John Y. Hunter recently became 
branch manager for city Fuel Oil Co., 
Clearwater, Fla. in charge of over-all 
operation. 

C. L. Dwyer, former branch man- 
ager is now sales manager. 

City Fuel Oil is remodeling its office 
and adding a new display room for 
products and a sales office. For future 
expansion, the organization is holding 
valuable land as the site of a complete 
new building. 

7 


J. E. Buchanan, will relinquish the 
presidency of the University of Idaho, 
to become president of The Asphalt 
Institute on July 1, replacing Bernard 
E. Gray who will retire on that date. 

Buchanan is a member of the Amer- 
ican Society of Civil Engineers and the 
Society for Engineering Education. 
During World War II he attained the 
rank of Lieutenant Colonel with the 
Army Engineer Corps. Before the war 


64 


he had been in charge of the materials 
testing laboratory of the Idaho Bureau 
of Highways, and from 1936 to 1938, 
he was research engineer for the As- 
phalt Institute. 

The Asphalt Institute, with head- 
quarters in New York City, is a non- 
profit organization sponsored by mem- 
bers of the oil industry to further the 
use of asphalt. 

* 


Earl W. Beck will have general 
supervision of all purchasing opera- 
tions for Socony-Vacuum Oil Co. in 
his new job as general purchasing 
agent. He succeeds Joseph R. Taylor 
who retired after 36 years of service. 

Beck joined General Petroleum 
Corp., Socony’s West Coast affiliate, 
in 1923. He became manager of pur- 
chases for that company in 1937 and 
in 1946 came to Socony’s New York 
headquarters as assistant general pur- 
chasing agent. 

e 


H. H. West, secretary and a director 
of The Ohio Oil Co., was elected a 
vice president of the company at the 
director’s organizational meeting this 
month. The board also re-elected all 
other officers. 

Since 1922, when he joined the 
company as a stenographer, West has 
served Ohio Oil in several positions. 
In 1926 he became secretary to the 
treasurer, O. D. Donnell (who later 
served as president of the company). 
His work in this position lead to his 
appointment in 1941 as assistant to 
the president. In 1948, he was given 
the additional duty of assistant sec- 
retary, and served in both capacities 
until his election as secretary in 1951. 
He was elected to the board of direc- 
tors in 1953. 

o 


Duane O. Mutch of Kempton, N.D., 
is adding a lube room and remodeling 
one station, and plans to build another 
station soon. Mutch is co-owner of 
the Mutch Oil Co., a jobbership in 
Kempton. 

. 


E. B. Miller, recently appointed 
manager of Tide Water Associated’s 
newly-created Southern Division, with 
headquarters in Houston, has been 
elected a vice president of the com- 
pany. 

oe 

John R. McMillan has been named 
president of Fullerton Oil Co., Pasa- 
dena. He succeeds W. W. Valentine 
who resigned after the Valentine group 
sold its interest in Fullerton. McMillan 
was vice president and director in 
charge of production and exploration 
prior to his recent advancement. 


COMING MEETINGS 


JUNE 


Independent Oil Men’s Assn. of New England, 
Hotel Statler, Boston, Mass., June 3. 


Pennsylvania Grade Crude Oil Assn., 3ist an- 
nual meeting, Hotel William Penn, Pitts- 
burgh, Pa., June 3-4. 


Socy. of Automotive Engineers, summer meet- 
ing, Ambassador and Ritz-Carlton Hotels, 
Atlantic City, N. J., June 611. 


Oil Industry Information Committee, Edge- 
water Beach Hotel, Chicago, Ill., June 9-11. 


National Oil Jobbers Council, Skytop Lodge, 
Skytop, Pa., June 13-16. 


American Socy. for Testing Materials, annual 
meeting and exhibits, Sherman Hotel, Chi- 
cago, Ill., June 13-8. 


American Petroleum Institute, Eastern District 
meeting, Division of Production, Greenbrier 
Hotel, White Sulphur Springs, West Va., 
June 17-19. 


Louisiana Oil Marketers Assn., annual con- 
vention, Jung Hotel, New Orleans, La. 
June 27-28. 


AUGUST 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


Secy. of Automotive Engineers, national West 
Coast meeting, Los Angeles, Calif., Aug. 
16-18. 


SEPTEMBER 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Il)., Sept. 8-10 


New Mexico Petroleum Industries Committee, 
annual convention, LaFonda Hotel, Santa 
Fe, N. M., Sept. 13-14. 


Packaging Institute, Petroleum Packaging 
Committee, Philadelphia, Pa., Sept. 13-14. 


National Petroleum Assn., 52nd annua! meet- 
ing, Hotel Traymore, Atlantic City, N 
Sept. 15-17. 


Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 


Pennsylvania Petroleum Assn., fal! convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 


Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 


OCTOBER 


Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, 
N. Y., Oct. 10-12. 


National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 


Socy. of Automotive Engineers, national] trans- 
portation meeting, Boston, Mass., week of 
Oct. 18. 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 


Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct. 21-22. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 


National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 


Socy. of Automotive Engineers, national diesel 
engine meeting, Statler Hotel, Cleveland, 
Ohio, Oct. 26-27. 
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Imagine Motor Oil that 


IN EFFECT ADDS 


OCTANES TO GASOLINE. 
Boosts Gas Mileage Up to 23%" 


SOEGGNY-vacuuM 


#In identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption— increased miles per gallon up to 23% — 
over results obtained with conventional high quality SAE 20 motor oil. 


Mobiloil Special— Under AP! Classification recommended “For Services 
ML, MM, MS, DG.” 








The Best Lubricant for Any Car, New 
or Old—in Extreme Heat or Sub-Zero 
Cold —Adds Years to Engine Life! 


ryoopay, there is proof that New Mobiloil Special 
ie tually boosts engine power—equivalent to rais- 
ing gasoline performance up to 5 octane numbers. 
By raising efficiency and cutting waste, New 
Mobiloil Special also increases gas mileage up to 23% 
and adds years to the life of any engine! 


In hundreds of cars, New Mobiloil Special re- 
duced the octane requirement of every type of 
engine tested—which, in effect, is the same as 
adding octanes to the gasoline used. 


@ New Mobiloil Special cleaned engines and kept 
them clean as no other oil ever has before. 


@ It corrected or relieved spark plug misfiring and 
pre-ignition “ping.” 


@ It reduced rate of corrosive and mechanical wear 
to practically zero. 


@ It provided instant starts in sub-zero cold and 
complete protection at high temperatures. 


This single oil is recommended for use in any 
climate, any season, in place of SAE 5W—10W— 
20W or 30 motor oil. 

You'll find the extra power, performance and 
economy you get will more than pay back the 
small extra cost of New Mobiloil Special. Change 
now ... it’s like adding octanes to your gasoline! 


Now—at Mobilgas Dealers —Car Dealers — Garages! 


SOCONY-VACUUM OIL COMPANY, INC. and Affiliates: MAGNOLIA PETROLEUM ©O., GENERAL PETROLEUM COR 











The one Hose Reel that has set NEW 


standards in Efficiency, Economy 
and SAFETY. ee The Hannay Hose Reel is 


scientifically designed and constructed to meet 
today’s most exacting requirements. Especially de- 
veloped for handling inflammable and volatile 
liquids, it reduces hazards, lengthens hose-life, 
speeds up deliveries, eliminates mess and an- 
noyance. Dependable under all operating 
conditions, its proven performance is attested 
by many of the nation’s leading companies, 
delivery men and executives alike! Hannay 

. the finest hose reel ever made! 

















MANUAL & POWER 
OPERATED REELS for: 


Oil and Gasoline Trucks 
LPG Delivery Trucks 
Fueling Pits 

Marine Fueling 

Aircraft Fueling 

Bulk Plants 

Chemical & Industrial 


*U. S. Patent No. 2490353 
Patented 1950 in Canada 


HANNAY HOSE REEL* 
ati aMm > 4e)(es-tlolald aaele) 
Ih teg lem lenge): 


CONSULT YOUR DEALER OR 








Explosion-proof model has heavy-duty 
electric motor integral with reel. Built 
for long life without maintenance or 
part replacement, this motor can be 
connected through conduit for sealed, 
safe installation, with explosion-proof 
switch and vapor-proof junction box. 
Permanently lubricated sealed ball 
bearings. Operates on low current at 
safe, controlled, unifarm speed. Quiet, 
positive sprocket and chain drive elimi- 
nates clutch and gear shifting. Sim- 
plicity of construction and operation 
keeps maintenance at absolute mini- 
mum. Rolled disc edges and tubular 
take-off rollers prevent scuffing and 
hose damage. Sturdy, compact, dur- 
able, dependable! 





WANNAy 


e8G. U. 4. Pat. OFF 


HOSE REELS: 


CLIFFORD 8. HANNAY & SON, Inc 
BP 
WeSterio, new XOX 


JOBBER FOR COMPLETE INFORMATION NOW 





21954 C.B.H.&S., Inc 


